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NATIONAL VOIcCceE 


Boots are 
America’s 
fastest growing 
line of 
footwear! 


Boots belong in 
today’s colorful, 





comfortable, practical 


way of living! 


ACME BOOT CO., Inc. ~ 
Clarksville, Tennessee : 


WORLD’S LARGEST BOOTMAKERS 


Out-of-Doors 
Boots 
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PRESENTING THE GAYEST, 
YOUNGEST LEATHER EVER TANNED... 
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4 White Bal Saddle Oxford 


In stock 
Black Oxford with 
Blue Saddle, White Nap 
Sole 


Allenite Tip ; 2 
8%, to 12, Ato E +) << f ar 
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Also in-stock in Brown. 12, to 3, BoE 


Kali-sten-iks have the appeal that 
Mothers and children are looking for. 


Frat Style, quality and craftsmanship make 


Kali-sten-iks a capital asset in any store. 


_THE GILBERT SHOE CO., THIENSVILLE, WISCONSIN | 
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American Girl is strong everywhere — not just inspots — 
ry to help you GET AND KEEP the profits. 


a complete line of women’s shoes 

volume priced at $6.99 to $10.99 
gets more traffic into stores 

a line styled for demand 
reduces ‘“walkouts’’* 

reduces “returns’’* 


operates at a minimum of “markdowns’’* 


*far less than national average 


DRIBBLE AWAY 
WHEN 
YOU HAVE 


«hy ER AW GIRL swoe 


Division of Consolidated National Shoe Corp. « 288 A Street, Boston, Massachusetts 
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G. Levor & Co., Inc., Gloversville, N. Y. 


LEVOR 
COLORS 


and 
“THE WHITEST WHITES” 


YELLOW GOLD 


in LEVOR CLOVER CALF 


in LEVOR CLOVER CALF 


Primavera #396 
Milano #381 
Sunglo #375 
Bone #351 
Gulfstream #216 


in TAN-ART SUEDE KID 


Corsair Blue #207 
Scarlet #410 
Black #87 


and TRANSPARENT KID 
in new colors 
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Mr. NEOLITE says: 


Now even the daintiest hi-style shoes 
can be super-comfortable with 

















There’s such an easy way to combine super com- 
fort and high fashion—and give your hi-style lines the 
edge in sales appeal! 

You simply use the NEOLITE FLEX SOLE. 

Here’s a sole that has everything . . . sensational 
lightness, flexibility, durability, plus a high-fashion 
finish. And something extra special—the NEOLITE 


6 


FLEX SOLE can roll up like a ball longitudinally, but 
it resists flexing laterally! This means that with all 
the easy-walking comfort it gives it also holds the 
shape of the shoe even after long wear! 

See it... feel it. . . get all the facts. Call your 
Goodyear Representative. Or, if you prefer, write to 
Goodyear, Shoe Products Division, Akron 16, Ohio. 
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FLEX SOLES 


FOR MEN’S, WOMEN’S AND CHILDREN’S SHOES 


} 
NEOLITE 


Made only by 


GOOD/YEAR (: 4 
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Watch “GOODYEAR THEATER” on TV 
every other Monday evening. 
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THE FAIR DOES 1T ALL 


(Don't you miss it!) 


Infants to Eskimo boots, chic skins to chukkas, the Fair has the 


greatest variety of styles and price lines, the best ideas for selling them. 


IT’S THE ONLY ALL PRICE, ALL STYLE SHOE SHOW! 

The Fair shows you what's new, what's right, what's important. 
This year the Fair is more important than ever. Easter 

comes early—March 29, only 59 production days (allowing 

for delivery) to get your shoes in stock for pre-Easter selling. 
The Fair is the one event where top executives, style and fashion 
leaders gather to tell you about sales, profits, promotions, lines. 
The Fair is the show with ideas—display ideas, promotional 
ideas, sales ideas planned for every size shoe retailer. 

This is the year you can't afford to buy mistakes. Be in the 


know, make your plans for the Shoe Fair now! 


October 26, 27, 28, 29, 30, Chicago, Illinois. 


Palmer House, Conrad Hilton, Congress, Morrison. 


Sponsored and operated by: National Shoe Retailers Association, National Shoe Manufacturers Association. 


NATIONAL SHOE FAIR 
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The Italian influence is 

rampant in this cool men’s 

casual. It is made from Taylon, 
simulating Leghorn straw. The side gore 
is of elasticized Swiss straw. 

















This Riviera-inspired Taylor-Kmit 
black Straw and String men’s casual, 
has new block-patterned gore 

of black and smoke-grey over instep. 


Clever tailoring by Taylor combines 
with the new look of cool SHUGOR 
materials to bring a full measure of 
comfort, and the last word in styling 


to these two new creations by the 
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COPR. 1958 THOMAS TAYLOR & SON‘ 
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Ott to Schoo! 


and you can Jearn a lot as a 
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Sens dealers make far more than others 
in selling juvenile footwear. Money can 
be made in volume; money can be made 
in percentage of mark-up .. . and you 
can make it both ways, by selling 
CHILD LIFE Shoes. 

Because CHILD LIFE means quality, Jong wear 
that backs up your good name as a fitter; because 
CHILD LIFE means FRANCHISE, az exclusive line 
in your trading area, these shoes for children pay 
off especially well, respond most profitably to 
your personal promotion. 


be 
Hundreds of dealers everywhere already know 
this. If you’d like to learn — and earn — just in 


time for school, you are invited to call or wire for 
the happy facts*. 


*Provided there is no CHILD LIFE dealer already in your trading area. 


HERBST Shoe Manufacturing Co., Milwaukee 45, Wisconsin 
New York Office — 557 Marbridge Bldg., New York 17, N. Y. 





TEN COMMANDMENTS | 


FOR MANAGEMENT 








For people who are engaged in leadership respon- 
sibilities, Lawrence A. Appley, president of the 
American Management Association, sets down 
the following “Ten Commandments:” 


*]—Identify the people of an organization as its 
greatest asset. 


“2—-Make profit in order to continue rendering 
service. 


“3—Approach every task an organized, con- 
PI ; s 
scious manner so that the outcome will not be 


left to chance. 


“4—Establish definite long-and-short-range ob jec- 
tives to insure greater accomplishment. 


“5-—Secure full attainment of objectives through 
general understanding and acceptance of them 
by others. 


“6—Keep individual members of the team well 
adjusted by seeing that each one knows what he 
is supposed to do, how well he is supposed to 
do it, what his authority is, and what his work 
relationships with others should be. 


“7——Concentrate on individual improvement 
through regular review of performance and 
potential. 

“8—Provide opportunity for assistance and guid- 
ance in self-development as a fundamental of 
institutional growth. 

“9——Maintain adequate and timely incentives and 
rewards for increase in human efforts. 
“10—Supply work satisfactions for those who per- 
form work and those who are served by it.” 
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GLOVE 
LIGHT 
BRISTOL 
CASUALS 


GLOVE FIT, TOO! 


announces 


"Br ristol 


cU vent Ven GRADE 


Select line of Casuals and 
Sports shoes for men 
in the October 
SILVER ANNIVERSARY ISSUE 
on stands Sept. 19 
5 million readers will see the 
Bristol Glove Light story... 
men’s shoes fashioned 
for the trend to modern, 
take-it-easy living. 

FREE MERCHANDISING... 
Esquire Counter Card 
Newspaper mat ad 
(2 col. x 150 lines) 


Vaisey-Bristol Shoe Co. 
Monett, Mo. 
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THE WINNING COMBINATION 


THAT MADE AMERICAN JUNIORS Fres7 CHOICE 


Mothers and Children . . . typical of your customers, overwhelmingly 
preferred American Juniors in selecting them as 
FIRST CHOICE, in a coast-to-coast survey. Stock and 
sell what your customers WANT... American Juniors from tots to teens! 


a * * iets * >» The Fastest In-Stock Service 
° * in the Children’s Shoe Business 
AMERICAN JUNIORS SHOE COMPANY, INC. 

S 


ONE ISLAND STREET, LAWRENCE, MASS 
MEW VORH SALES OFFICE, MARBRIDGE BUILDING | 


DIVISION CONSOLIDATED NATIONAL BHOE CORP. 


Sunors 


* 
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Editorial 





Time for Self-Analysis 


OR the first six months shoe retailing has man- 

aged to do a first class job of selling itself short. 
Shoes, apparently, have fared a bit better than 
most other non-durables. But 
better had retailers shown more courage and better judged 
the consumer appetite. How much better, should provide 
a subject for some timely self-analysis by a significant 


shoes could have done 


part of the shoe retailing community. 


Some manufacturers and men-on-the-road are in- 
clined to give the department stores, and some of the 
chains, the chief blame. But they do not absolve the rank 
and file retailer whose hand-to-mouth buying has demon- 


strated real fear of a deep depression. 


Inventory Juggling 

Inventory juggling during the past six months has been 
of proportions unmatched in many years. It has resulted 
in a cut-back in shoe production which is estimated at 
a sizeable five per cent less than the same period in 757. 
Actual shipments, some trade economists say, showed a 
still more drastic decline. 

Some manufacturers have been hurt badly. And, the 
first half earnings statements and dividend payments, 
particularly those of several of the larger companies, pro- 
vide ample proof of this. Shoe manufacturers, large and 
small, apparently have yet to find a workable formula for 
balancing costs against sudden and drastic declines in 
sales volume. Too many years of operating with mini- 
mum profit margins, and under the most extreme com- 
petitive conditions, have made shoe manufacturers par- 
ticularly vulnerable during “fear” periods like that which 
we have just experienced. 

Even though production and sales should, and doubt- 
less will, improve for the last six months, the year-end 
manufacturing picture will be anything but bright. 

NSMA estimates that July production was off about 2.2 
per cent. June showed a more serious decline of 3.8 per 
cent over June °57. Even if production may have run a 
bit ahead of shipments, manufacturing policy must cer- 
tainly have taken into consideration sluggishness in buy- 
ing and the obvious fears of retailers in their inventory 
planning. 

Less than normal July clearance activity points omi- 
nously to the reduced state of retail shoe inventories. This 
will, doubtless, be reflected in retail sales figures for the 
month. Six months of lethargic buying indicate that post- 
clearance inventories at retail must be at rock bottom. 


August 15, 1958 


Perhaps they have reached a low point which will dispel 
some of the fear which thus far has permeated the market 
place. Even the most pessimistic merchant must be aware 
of the steady improvement of the economic situation for 
the past several months. He is going to become more 
acutely aware of it as the full impact of back-to-school 


and fall 


weeks. 


business strikes him within the next several 


The Hectic Days 
For purposes of comparison, and while the paralyzing 
effect which the fear of the past six months has had on 
business is still fresh in the retailer’s mind, it might be 
well to recall the hectic days of World War II and Korea, 


. 


when “scare” buying created a directly opposite situation. 
There is small likelihood of a reoccurrence of the latter, 
but the 


atile one. 


present situation remains, nevertheless, a_vol- 

Most certainly we are headed for some inflation. In 
Washington, the House of Representatives has finally de 
cided to go along with the administration to lift the 
national debt limit. Steel and aluminum price increases 
will again raise the cost of durable goods to the con- 
sumer. Inevitably, they will have their effects too on the 
prices of soft goods, and on shoes. Economists are dis- 
counting long range effects of the Near East situation on 
the economy and prices. However, it remains, at best, an 
imponderable. 

Between the extremes of the fear-dictated, tight rope 
walking on inventories of the last six months, and the far 


‘ 


more serious “scare” buying, lies a more reasonable 
course, intelligent analysis of current requirements and 
futures. Amidst the contradictions of the merchandising 
dilemma in which we find ourselves, the industry’s long- 
anticipated objective of normal buying, without seasonal 
peaks and valleys, has become thoroughly obscured. 
Some progress will have been made if merchants will 
recall one economic realty, the impossibility of living off 
inventories indefinitely. 

In the past six months, there has been a growing dis- 
regard of another previously unquestioned economic 
reality; that is, that it takes time to make and distribute 
shoes. Too many retailers are voicing a strange new 
philosophy to the effect that shoe business has become 
strictly a fashion business. Accordingly they feel that 
shoes should have the same speed of delivery as that en- 
joyed in the ready-to-wear field. 


[CONTINUED ON PAGE 78] 
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AT THE CASH REGISTER 
Young, Guys and Colle are Big Guswess Vow! 


. and steady business ‘round the year 
. .. be sure to get your share of this profit- 
able shoe volume by ordering from our 
complete In-Stock line of LUCKIES Dance 


Footwear! 


Let Our Shelves Be YOUR In-Stock Department 
OVER 190 STYLES IN-STOCK! 
ORDERS IN TODAY ARE OUT TODAY 


THE PROVEN QUALITY 


Of CORRECT FOOTWEAR 


BOY'S 
TAP SHOE 
6! Black Patent 
GIRL'S 5-13! 
TAP SHOE BD Ie! $435 
White Cicsi Black Patent 


White M1081 Black Patent 
White Wwi0e! Black Patent 
7-12 $3.00 
12!/2-3 $3.25 
3-9 $3.60 


JO Lip Taps included with each pair of shoes. 
NEW! Low Throat Unlined Pleated Toe 
Ballet—Made on left and right lasts 
260 White 26! Black 
—a—— M 3!/:-10 SQUARE 
$1.85 DANCE 
Ribboned Ballerina with Eyelets : 
30 White Elk 31 Black Elk 33 Red Elk PLEATED TOE 
N 5-10, M 3!/2-10 $2.85 BALLET 


With Elastic Instep Strap 
50 White 51 Black 53 Red 
54 Blue 55 Pink 
NATIONAL M 67, = N,M 6-12 
. 2 we ‘ ~ N/M. 12!/2-3 N,M_ 3!/2-10 
SHOE FAIR A bia 
CHICAGO = Without Elastic Instep Strap 
— si W59 Black W60 White 
ened fpr — N,M 3-10 $1.85 


OCT. 26-30 
ASK FOR OUR NEW FALL CATALOG 


ALL SHOES MADE IN OUR MODERN FACTORY Prices slightly higher west of Denver 
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PRE ORGRE R E LR N cana 
bs 


Se ee 
S + MANUFACTURERS 
Pe Onno PARAGOULD, ARKANSAS 


CREE I: ee 


NEW YORK: 933-35 Marbridge Building, 47 W. 34th St. SALES OFFICES ST. LOUIS: Room 132, Merchandise Mart, 10th & Washington 
LOS ANGELES: M. S. Rifkin Shoe Co., Inc., 761 S. Los Angeles St. SAN FRANCISCO: Kaye & Tieso’s Shoe Co., 51 First Street 
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MILWAUKEE CALF 
fashion story with 
Vem Callital Me dtall Ja! 


fashionable touch that spurs sales upward 


All’s well that ends well — and here the finish is aniline. Rich Milwaukee Calf is 


treated with stains and waxes — forming a lustrous patina which dramatizes the 


eeeeeeece 


mellow grain and character of the leather. The result is vibrant and glowing, with 


GALLUN 


LEATHERS 


1. 


STAMDARDS OF EXCELLENCE 


individuality enhanced by wear and care. Little wonder its presence in a shoe means 


sales for you. / A. F. Gallun & Sons Corp., Tanners, Milwaukee, Wisconsin 


Ee 100 VREAR S&S. A MOST TRUSTED NA NE 
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These children’s shoes are typical of the 20 pairs worn by active youngsters during a 4-month test. Left shoes were stitched with natu- 


ral-fiber thread 


right shoes with nylon thread. Note that rugged nylon seams maintained heel strength while ordinary seams failed. 


Tests show how NYLON seams 
add longer life to shoes 


with stronger thread of nylon. 


Today’s shoppers are well aware of 
the strength and durability of nylon. 
They know that seams stitched with 
nylon thread produce a better-look- 
ing shoe that lasts longer! That’s 
why sales come easier when you can 
point out that the shoes you sell are 
sewn with nylon thread. And nylon’s 
extra strength wins more repeat 
sales, too! 

Many leading shoe manufacturers 
use nylon thread in their continuing 
effort to bring you a shoe of top 
qualityandstyling. Totakeadvantage 
of this extra selling feature, make 
sure the shoes you sell are stitched 


FREE BOOKLET: . . . Answers the ques- 
tion, “How Important Is Thread in the 
Shoes You Sell?” Points out the value of 
seam strength in shoes, Your salespeople 
will find this a definite se/ling asset. For 
your free copies write: E. I. du Pont de 
Nemours & Co. (Inc.), 5518-N Nemours 
Building, Wilmington 98, Delaware. 


***Dacron’’ is Du Pont’s registered trademark for its 
polyester fiber. 


REG. U.S. PaT. OFF. 
BETTER THINGS FOR BETTER LIVING 
..»- THROUGH CHEMISTRY 
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THREAD OF “DACRON’’* polyester fiber is nearly 
as strong as nylon and has even greater resistance 
to acids and other degrading materials. That’s why 
“Dacron” is widely preferred in work shoes. 


SEWING THREAD OF DU PONT FIBERS gives shoes neater, stronger seams... 


reduces returns...lasts longer...gives added sales advantages 
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presents a bright new fashion star... 


the tapered toe, pump... 


soft and wonderfully flexible Roars 


#516 Basque Red, * 3390 Benedictine and Black... 


by Cellini Shoes, Inc., Philadelphia DAG: 
E. Hubschman & Sons, Inc., Philadelphia 2a 


Fashion Office: Empire State Building, New York 1 
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HEELS AND SOLES 














..-for the young in fashion 


Rueping’s so soft FLUFF leather in colorful 
wild cherry, nutria, and black sets the tone for these 
“En Route”’ creations by Town & Country 
Shoes — shoes for the young 
in fashion—combining style, comfort, 


and an exciting stroke of color. 


SHOES: "En Route 
By Town & Country Shoes, Inc. 


Saint Louis, Missouri 


LEATHER: Rueping's FLUFF, 
in Wild Cherry, Nutria and Black 


FINE LEATHER FOR FINE SHOES 


FRED RUEPING LEATHER CO., FOND DU LAC, WISCONSIN, U.S.A. 





Recorder’s Rossi to Speak 
At ‘Youth Fitness’ Session 


WASHINGTON — William A. 
Rossi, field editor of the BOOT AND 
SHOE RECORDER, will be the featured 
speaker on the footwear and foot 
health section of President Eisen- 
hower’s Council on Youth Fitness, 
in Washington, August 25. 

Mr. Rossi will address the annual 
convention of the American Podiatry 
Association, which is being held 
here, with a special session given 
over to Youth Fitness. He will dis- 
cuss the state and progress of ju- 
venile foot health throughout the na- 
tion, with special attention to the 
need for more reliable techniques 
and standards for diagnosing and 
measuring foot health and foot ills. 

Mr. Rossi will also the 
need for more accurate standards in 
last measurements, shoe sizing and 
shoe design to conform to the struc- 
tural and functional requirements of 
the human foot. 

Appearing on the same program 
with Mr. Rossi is Dr. Shane Mc- 
Carthy, who is President Eisenhow- 
er’s medical chief coodinating all 
activities in the council’s Youth Fit- 
ness program. 


discuss 


Headlines 





Color Dominates 


at Leather Show 


Spring and Summer Lines Shown at 53d Semi-Annual Event; 
Tanners Face the Coming Season With Confidence of Upturn 


NEW YORK—Color continues to 
hold the dominant place in women’s 
leathers for spring and summer 
1959, as displayed at the recent 
Leather Show. Held under the aus- 
pices of the Tanners’ Council of 
America at the Waldorf-Astoria 
here, it was the 53d of the semi-an- 
nual shows. 

Of great interest also to specta- 
tors were the tannages and finishes 
shown. 

The two-day show, which closed 
August 6, reflected a definite up- 
beat and confidence regarding 
leather sales for the forthcoming 
season. While actual bookings were 
not particularly heavy, several fac- 
contributed to this stronger 
feeling of confidence among tanners. 

Chief factor was the anticipated 
turnabout in shoe production. The 
first seven months’ production of 


tors 


pairs or 


However, 


shoes was off 19 million 
practically 51% per cent. 
the August figures were expected 
to show a definite upturn of 
the first monthly increases in almost 
a year. This will probably continue 
even more strongly through the re- 
mainder the year, moving into 
1959 with a promise of a record vear. 

Another factor that supports this 
anticipation of an uptrend for both 
shoes and leather at the manufactur- 
ing level is the pronounced low state 


one 


of 


Irving R. 
Glass, ot 
the Tanners’ Council of America, in 
dicated, “Heavy activity at the 
Leather Show can be attributed to 
for 
to a change in business psychology 
which has eased the excessive cau- 
tion in buying policy.” 

| CONTINUED ON 


of retail shoe inventories. 


executive vice-president 


the necessity merchandise and 
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Attendanee at Allied 


NEW YORK—The Allied Shoe 
Products Show and Style Exhibit 
held at the New York Trade Show 
Building August 3-6 proved to be 
the most successful in the 20-year 
history of the semi-annual event. 

Registered attendance was higher 
than at any previous show and rep- 
resented “top” echelon in the manu- 
facturing, designing, detailing and 
retailing branches of the shoe indus- 
try. They came in record numbers 
to see the 188 exhibits, representing 
the latest machinery, processes and 
new allied products that will figure 
importantly in next season’s shoes 
for men, women and children. 

The consensus of the Allied Show 
directors and style committee was 
that the shoe industry faces the 
greatest spring footwear output on 
record. “The year 1959 should bring 
the industry its first 600-million-pair 
production,” said David G. Serling, 
show chairman. He said: “We fore- 
see this as a near certainty because 
of the low state of retail shoe inven- 
tories along with a solid upswing in 
the economy as a whole.” 
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Products Show Largest in 20-Year History 


At the show, everything that goes 
into shoes—everything but upper 
leathers—was covered. Soling mate- 
rials, inner and outer; upper mate- 
rials, fabrics and synthetics; 
heels; ornaments; thread; toe box 
ings and counters; chemicals for im- 
pregnating leather uppers and soles 
to give better appearance and per- 
formance—they were all there. 

Very important among the exhib- 
its were the soling materials. The 
great emphasis on function did not 
detract from an element of style in 
the variety of types. A corrugated 
surface, resilient, non-skid, lony 
wearing, also had an eye-appeal. In 
the chemically treated leather soles, 
the emphasis was, of course, chiefly 
on good wear, water repellence and 
abrasion resistance, light weight 
and flexibility, but here, too, the ex- 
cellent performance of such 
guaranteed good appearance for a 
longer period of time. 

Hidden materials—plumpers, fill- 
ers and backers—continued to play 
an important part in the making of 
soft, supple, light weight shoes. 


lasts; 


soles 


By 


light 
weight leathers used in uppers, these 
non-woven 
broadened the scope of styling. One 


reinforcing fabrics and very 


materials —often have 
maker of resilient, very light inner 
soles is introducing the idea of giv 
ing the stores small replicas of these 
innersoles so that customers can ac- 
tually handle them. 
has also developed a special finish 
for these innersoles which 
them to “breathe.” Their name will 
appear on the innersole. 

While the shape of the shoe con- 
to of 
there is nothing very new to report 
Needle will 


to be top sellers, according to high 


This same firm 


allow 


’ 


tinues be first importance, 


in lasts. toes continue 


style last manufacturers. The most 
important new shape, just begin 
ning to be talked about, is the elon 
gated, flattened vamp with rounded 
rather than squared tip. Squared 
tips—either tiny “snipped”’ 
they have been called—or really defi- 
nite squared-off toes, are 
made, but in small quantities. 
There was great variety in heels 
[CONTINUED ON NEXT PAGE] 
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\VSMA Membership Breakfast: 


‘Moderate Recovery’ 


NEW YORK “Barring unfore- 
seen developments in the interna 
tional field, there should be a moder- 
ate recovery in the fall, even though 
will operating at 
capacity and unemployment will still 
be relatively large.” That was the 
fundamental and encouraging pic- 
ture outlined by Dr. Marcus Nadler, 
New York 
University and economic advisor to 
the Hanover Bank. 

Speaking at the 
Breakfast Meeting of 
Shoe Manufacturers 
the Waldorf-Astoria, 
yuutlined to the 
500 manufacturers, 


industry not be 


professor of finance at 


Membership 
the National 
Association at 
he 


more 


August 5, 
audience of 
than retailers 
and tanners the reasons for his con- 
clusions. 

“The improvement will be due to 
seasonal forces, to the ending of in- 
ventory liquidation, increased gov- 
ernment expenditures, expanded con 
truction of public works and hous- 
ing and increased output of durable 
Dr. Nadler 
“The demand for non-durable goods 
which little 


will 


consumer yoods,” said 


services, af- 


the 


and was 


fected by recession, con 


tinue to grow. 
“Though business activity has de- 
about 14 and 


though the total unemployment has 


creased by per cent 
increased materially, disposable in- 
money in the hands of people 
all. 
Disposable income is increasing and 
this trend will continue... 


come 


to spend—has not decreased at 


“A great many retailers have lost 
Dr. Nadler “and 
continue to be- 
don’t 


business,” stated, 
will 


cause they 


lose business 


have the desirable, 


Predicted for Fall 


necessary inventory. Inventories 
have been liquidated at a very rapid 
rate but, in my opinion, that liquida- 
tion either has come to an end or will 
slow down before many weeks.” 

On the subject of inflation, Dr. 
Nadler declared, “So long as indus- 
try is operating below capacity and 
unemployment remains _ relatively 
large, the forces of inflation will be 
kept in check, for competition will 
be keen. There will be a squeeze on 
the margin of profits and employers 
will be much more reluctant than in 
the past to grant increases in wages 
beyond those warranted by higher 
productivity.” 

John L. Moran, 
\Mloran Shoe Company and president 
of the NSMA, opened the breakfast 
meeting. introducing Dr. 
Nadler, he the fact thai 
“even with improving volume in oui 
industry, ‘frozen’ retail prices and a 
continued inching up of costs make 
it difficult to obtain adequate profits. 
While most other products are ad- 
vancing in price, the average fac- 
tory value of production for May 
was but $3.30 per pair, compared 
with an average of $3.61 for 1957. 
For the first five months of 1958 it 
was $3.47, compared with an aver- 
age of $3.58 for the same period of 
1957 . . . a decline of 3 cent. 
With this resumption of trading 
down in shoes, it will be even harde) 
to earn a decent profit. 


president of 


Before 
stressed 


per 


“We shall need to modernize some 
of our factories and renovate our 
selling operations. Old fashioned 
manufacturing or selling is danger- 
ous today.” 


National Shoe Manufacturers Association executives talk with the speaker at 


Early-Bird Breakfast Meeting. 


From left: 


Iver M. Olson, Merrill A. Watson, 


John L. Moran, Dr. Marcus Nadler of NYU, the speaker, and Harold R. Giblin. 
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Attendance Breaks Record 


For Allied Products Show 

| CONTINUED FROM PAGE 21 | 
shown at the exhibit. Heights 
ranged from the flattest of flats— 
and these were in stacked leather 
well as wooden heels—to the highest 
of high, 23/8 to 25/8. The middle 
range from 17/8 to 19/8 showed 
great strength. The lower heels, 
from fiat to 14/8 or a little higher 
were sturdy but shaped. In the 
wedges, the shaping and slenderiz- 
ing showed continued growth. Some 
of these heels were carved and deco- 
rated. 

A great many ornament houses 
showed at the Allied Shoe Products 
Show. Apparently there will 
many shoes next spring and summer 
with ornaments of metal, leather, 
fabric—including flower and rosettes 
—and jewels. 

Fabrics for uppers showed inven- 
tiveness and chic. To this reporter, 
the rustic looking fabrics — very 
coarse imported Irish linens and 
jute fabrics, woven in Italy, were 
extremely smart for sports and cas- 
ual Straws and strawcloths 
were many of them in the same cate- 
gory of rustic looking. 

Mesh played a important 
part in the fabric showings. Ac- 
knowledged to be for the high style 
houses, very fine veiling types were 
displayed wherever mesh in- 
cluded. One house, however, had 
several “‘pattern’”? meshes which re- 


as 


1 
ve 


shoes. 


very 


Was 


quire exact cutting and use in the 
shoe pattern. 

While some of these manufactur- 
ers have gone on record as being in- 
terested only in ‘unusual’ prints, 
there were many prints available in 
the market and there will probably 
be plenty of smart print shoes this 
coming spring. 

Ralph Parker, director of design 
and development for Thomas Taylor 
& Company, Hudson, Mass., was 
elected general chairman of the 
Allied Shoe Products Show and Style 
Exhibit, succeeding Mr. Serling. 

The New York Trade Show Build- 
ing, at 35th St. and Eighth Ave., 
will be the permanent market place 
for all forthcoming Allied Shoe 
Product Shows. Following a meet- 
ing of the Show Committee, the 
dates for the next show were set. 
February 14-17, 1959. The dates will 
include a Saturday opening instead 
of Sunday. 
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PPSSA Authorities 
Cite Fashion Trends 

NEW YORK—Popular Price Shoe 
Show fashion authorities Doris A. 
Weston and Helen Joseph last week 
gave their preliminary women’s 
fashion report for spring-summer, 
1959. 

Summarizing ready -to-wear 
trends, Miss Weston noted these im- 
portant points: the evolution of the 
chemise into a simple, slim dress 
fitted high above the waistline in 
front and loose in the back; a strong 
Empire or Directoire influence in 
the high waistlines; broader shoul- 
ders; rounded hiplines; gigantic 
collars; very short skirts and very 
low necklines. 

Six major color groups for spring 
and summer apparel were listed. 
(1) Greenery: ranging from a pale 
tint of chartreuse through fern and 
olive to clear, bright emerald. (2) 
Earth: the beige-to-brown family, 
less strong because of the strong 
play for clear colors—a_ greened 
golden brown and the almost white 
beiges noted. (3) Sky: clear sky 
blues, tinged with green or violet. 
4) Roses: Rose tones ranging from 
a bright Hot Pink to deeper Ma- 
genta, and from Geranium to Coral. 
(5) Sunshine: the orange family 
softened into sunny yellowy orange, 
shrimp and pale peach. (6) Shad- 
ows: black and white. 

Analyzing shoe colors, Miss Joseph 
gave the following groupings: (1) 
Black—should show some decrease 
due to increased color interest. (2) 
Blue—no increase indicated; bright- 
er navy fast replacing Flight. (3) 
3eige-Brown—Bone, slightly paler 
than last year, to be better; medi- 
um beiges with a yellow cast good 
for early selling. (4) Green—stead- 
ily increasing, to get strong promo- 
tion next spring and summer; rang- 
ing from pale greenish yellow. to 
clear greens. (5) Gray—a little more 
interest in pale gray at fashion 
levels; light gunmetal gains. 

Also (6) Red—not as good as last 
vear. Scarlet volume; clear, light, 
bright reds newer and fresher. (7) 
White—better than last year, both 
all-over and in combinations. (8) Ac- 
cent colors—clean, clear and pretty. 
(9) New pales. 

Perkins Bailey, fashion adviser of 
Look magazine, conducted a similar 
preliminary men’s style session. 
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Color in Dominant Position at Leather Show 


| CONTINUED FROM PAGE 2h] 

At the show, demand for earlier- 
than-usual deliveries indicated that 
shoe manufacturers either had bet- 
ter bookings than in recent months 
or Were anticipating such. This in 
turn augured well for leather 
duction and sales. 

The common denominator of the 
many color displays was their clear- 
ness, softer than last year’s tonalities 
and truer. ‘“‘Off-beat” shades, so im- 
portant for the past several seasons, 
appeared only in a comparatively 
few neutral colors which combined 
beige or gold with green. Tanners 
showing such colors pointed to them 
as their new neutrals. A few classi 
fied them as their nearest approach 
to any spring greens. 

Green is still a moot question, 
whether the color is in the 
family—so much liked in ready-to- 
wear this past spring and summer 
or a truer, brighter shade. However. 


pro- 


willow 


in most style collections, two or more 
greens have been included—a bright 
middle green; a willow type, light 
and grayed, and a deeper shade or 
an olive. 

About the blues, there was no un- 
certainty. In addition to 
Flight, style lines included middle 
bright blues and, very often, blues 
with a green tinge, in the peacock 
family. The pink-to-red range was 
also strongly endorsed: Hot Pink; a 
softer, pink; 
orange, also softer than last year: 
clearer, vibrant The 
pale beige of the Bone type; middle 
browns of a neutral 
pink for fashion, 
brighter, redder browns 
tailored and 
shoes—appeared in the new lines. 

Off-white the 
shade but just a tinge lighter 
also liked. “The pale foot” is again 
being talked about. Real white prom 
ised to be bigger than ever in 1959. 
The lilac 


-received special notice. 


basic 


rosier some coral; 


less yellows. 
character, a 
and 
these last 


cast some 


for sports or casual 


practically Bone 
was 


tones—some just off-pink 
Some in 
terest in gray was noted. 

Color also appeared most effective 
ly in a few tanners’ lines in printed 
ieathers for both linings and uppers 
The character of the florals strik- 
ingly reproduced the treatments in 
fabric prints. 


Texture continued to hold strong 
interest. Genuine 
followed the past 
fine, delicate 
these there were many prints, some 
simulating the genuine’ shrunken 
grains and some looking more like 
boarded leathers. 

Reptile prints appeared in a few 
for the first time, 
the importance of genuine 
Among these, Calcutta liz- 
is receiving the biggest high 
Textures 
peared on all types of leathers. 


grains 
trend to 


shrunken 
year’s 
Besides 


very grains. 


lines an indica- 
tion of 
septiles. 
ard 
fashion endorsement. ap 
Now 
become almost a staple, brushed pig 
skin—with a plushy texture 
peared in ranges of high 
Punched-through pigskin 
prints punched 


ap 
fashion 
colors. 
genuine and and 
through ostrich prints were shown 
as well. Punched-through leathers 
in general, in a range of designs, 
will continue to be very important 
continuing 
strength, on both smooth and tex- 
tured leathers. And lusters are hav- 
ing a strong revival. Anilines 
be as important as ever, with a new 
The fashion 
acceptance of this leather in Hurope 
thi 
The group 
of tanners associated in the Kid 
Leather Guild have joined in this 
restoration of a time-honored treat 
ment. “Transparent Kid” is their 
name for it. Glove tannages and the 
feel” will 
very much liked for soft, light shoe 

Two-way both light 
weight, dressy and heavier 
liked 
for spring and summer, 1959. Color 


Glace finishes showed 


will 
entry, aniline kidskins. 


has brought about a return of 
taunnage in kid leathers. 


“glove-y continue to be 
naps on 
suedes 
will also be much 


types very 


in these leathers are rich and clear. 


Shoe Fair Committee Meets 

NEW YORK—Plans 
opening the National Shoe Fair with 
a fashion presentation by Shoe Wo 


for officially 


men Executives on Monday, Octobei 
27, were breakfas! 
meeting of the Shoe Fair Committee, 
in New York last week. 

A. B. Cohen, chairman of the fair, 


confirmed at a 


said the plan will give retailers a 
the 


styles and color trends as forecast, 


chance to preview important 
before they get involved in the work 


ing activities of the show. 
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NSMA Merchandising Clinic: 


Bigger Shoe Wardrobe 


NEW YORK—Getting Americans 
to expand their shoe wardrobes is 
“probably the industry’s biggest 
problem and, at the same time, its 
greatest opportunity,” a prominent 
advertising executive said here last 
week, 

Ralph Head, of Batten, Barton, 
Durstine & Osborn, Inc., New York, 
reminded shoemen that their per 
capita output has risen only a quar- 
ter of a pair in 20 years—while per 
capita income was climbing 257 per 
He told them too that the shoe 
business reported to be oper- 
ating at only 60 per cent of produc- 
tion capacity.” 

Mr. Head, BBDO vice-president 
and marketing director, was the fea- 
tured speaker at the National Shoe 
Manufacturers Association’s fifth 
annual Merchandising Clinic in the 
Hotel Statler. His topic: ‘What’s 
Wrong with the Shoe Business?” In 
answer he cited a mountain of statis- 
tics and sought to apply the market- 
planning concepts used by his own 


cent. 


ses 
1S 


agency. 

“It just doesn’t seem reasonable,” 
said Mr. Head, “that people don’t 
buy more shoes because they can’t 
afford them.” While the shoe market 
has remained relatively static, the 
nation gone right on buying 
autos, TV sets and outboard motors. 
Why not shoes? 


has 


Turn Needs into Wants 

Said adman Head, ‘Maybe it’s 
simply because nobody has made the 
investment in time, imagination and 
money to make people want more 
than just enough shoes to keep their 
bare feet off the ground when they 
go out. ... 1 strongly suspect that 
word want may be the key to in- 
creasing America’s shoe wardrobe.” 
Needs, he emphasized, must be con- 
verted into wants. 

Mr. Head also cautioned shoemen 
that “there doesn’t seem to be any 
great consciousness on the part of 
consumers to brands of shoes—and 
even less consciousness of the manu- 
facturers of shoes.” 

There is room too, he said, for 
marked improvement in retail sell- 
ing through: (1) selection, train- 
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Called Key Effort 


ing and supervision of sales people; 
(2) better display and packaging, 
and (3) expansion of self-service 
and _ self-selection techniques. 

Mr. Head spoke at a _ luncheon 
August 7. The following day, clinic 
delegates heard M. R. Chambers, a 
vice-president of International Shoe 
Company, St. Louis. His subject: 
“Meeting Today’s Marketing Chal- 
lenge.” 

“Marketing today,” advised Mr. 
Chambers, “is distributing what the 
consumer wants to buy, rather than 
trying to sell what we want to 
make.”’ The period of the “easy sell” 
has ended, he said, and the customer 
is in the “driver’s seat.” 

“We have to build ‘Sell’ into every 
job, into every operation and into 
every pair of shoes,” said Mr. Cham- 
bers. 


NSMA President Talks 

Welcoming the delegates Thurs- 
day was John L. Moran, president 
of the NSMA. 

Later, Abe Weinman, vice-presi- 
dent of Five Star Shoe Company, 
Long Island City, N. Y., speaking on 
“Vice-President for Tomorrow,” told 
the delegates, “The present slow- 
down in business should not deter 
your long-range planning. We all 
should keep the long-run trends in 
mind. The masses of millions are 
climbing the income ladder into 
areas of high consumption potential. 

. They could represent substan- 
tially increased markets for shoes, 
if only they were to take on the 
habits and desires of the income 
group into which they move.” 

Addressing the Friday luncheon 
was E. O. Hand, vice-president for 
marketing, McGregor-Doniger, Inc., 
New York, who perhaps epitomizes 
the popular image of the modern 
sales manager. To insure sales suc- 
cess, Mr. Hand has asserted the need 
to use every tool in the sales man- 
ager’s kit: sales quotas based on 
potentials, revision of territories 
geared to potentials, salesmen’s com- 
pensation plans, basic salaries plus 
incentives, and promotion plans. 

Among other clinic highlights 
were a series of panel discussions. 


Here is a sampling of expressed 
opinions: 

Topic—“How to Sell Large Vol- 
ume Retailers.” 

Arthur Gold, vice-president, mer- 
chandising, Miles Shoes, division of 
Melville Shoe Corporation, New 
York—“The manufacturer servicing 
volume accounts must be an author- 
ity on fashion, fashion trends, new 
developments, new lasts and in real- 
ity must be vitally interested in the 
romance of fashion. The manufac- 
turer must know not only his own 
competition but also the retailers’ 
competition.” 

Simon Edison, vice-president, di- 
rector and head of merchandising 
division, Edison Brothers Stores, 
Ine., St. Louis—‘Our buyers want 
to do business with manufacturers 
who do a good styling job, who make 
good-fitting shoes, who give good 
values, and can be depended upon 
as to deliveries.” 

Topic— “How to Sell Branded 
Shoes to Individual Retailers.” 

S. L. Slosberg, president, Green 
Shoe Manufacturing Company, Bos- 
ton—‘In order to sell a branded 
line of shoes to the individual re- 
tailer, you must not only be a good 
manufacturer, but you must also be 
a good retailer and above all a good 
merchandise man. .. . You are re- 
sponsible to (the retailer) for the 
proper handling of your shoes and 
their presentation to the public... .” 


Annual Mid-Atlantic Showing 
Advanced to Early January 

PHILADELPHIA—Officials of 
the Mid-Atlantic Shoe Show have 
concluded arrangements with the 
Benjamin Franklin Hotel here to 
hold their 45th annual spring ana 
summer showing on the _ earliest 
dates in years—January 4-7, 1959. 

Members of the Middle Atlantic 
Shoe Travelers, the Philadelphia 
Shoe Associates and other groups 
will display almost 200 lines. Clar- 
ence R. Heyde, the show’s executive 
director, said the dates will be 11 
weeks prior to Easter. ‘Traffic and 
buying should be much heavier,” he 
added. The hotel has allotted 180 
exhibit rooms and parlors. 

A similar show which had been 
scheduled for January 4-6 in Balti- 
more, with the Associated Shoe 
Travelers as the sponsor, has been 
canceled. 
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ACROSSE 
CALFSKIN 


Pardon our pride — but they said the leather you’re looking 
at eould not be achieved. For this is rare leather a mellow, 
textured leather with a truly lustrous finish. This is Lacrosse 
Calf by Lawrence, and men’s shoes patterned from it mirror its 
unique individuality. Look for the Lacrosse tag on your next 
pair of shoes. A. C. Lawrence Leather Co., a division of Swift 
& Company (Inc.), Peabody, Massachusetts. 


rence Calls Rin ... the better part of better shoes 


Which one is 
the Cement? 


Both are stylish, light and flexible. 
One is a Goodyear Welt. 
One is a Cement. 
Tt is hard to tell them apart. Both have 
advantages and both have enthusiastic supporters. 


If you make men’s dress shoes and you 
want the light look, let United show 


you how to get il welt or cement. 


SHOE MACHINERY CORPORATION 


Boston, Massachusetts 





PLAY N-PTOB <2 
White elk Pedic shoe 
with the Thomas 
heel, adapted for 
youngsters’ feet ac- 
cording to prescrip- 
tion. Available in 
brown. 


LORRAINE 

You’d never guess 

this smart red oxford 

was a Pedic shoe. For 

lots of young lady 

charmers. Available 
in brown, too. 


RONNIE... School- 
boy’s black leather 
Pedic shoe. Attrac- 
tive styling makes 
EDWARDS Pedics 
shoes popular with 
all the children. 


teens 
With 
able. 


this V; 
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‘Wa: 


August 15, 1958 





THE QUALITY LEATHER 


the lightened navy.... 
1959 Spring fashion! 


LEATHER co. GIRARD, OHIO 
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THE FINEST SHOE DRESSING 
AVAILABLE! 


ITS WAX IS ALL 
CARNAUBA 





























RETAILS FOR $T A BOTTLE 


“SIR” IS BEST <_<) YOUR PRICE 





because its polishing agent (Oe 
is not 10% ... not 20% 


... but 100% carnauba wax, 





universally accepted as tops... 





combined with equally superior 











leather preservative and coloring! 

That’s why “SIR” gives a deeper, 
longer-lasting shine far faster and 
easier ... plus better protection and 
preservation for fine shoes. Display 
“SIR” for the biggest volume, fastest 
turnover and best satisfied shoe-polish 


customers you've ever had! 


FREE 


24-BOTTLE REVOLVING 
CIRCULAR COUNTER DISPLAY 
WITH 10-DOZ. ORDER 


- size 15” x 18” 


ORDER NOW FOR EARLY DELIVERY 
ee ee 


ROCHESTER SHOE TREE COMPANY 
Colors: P.O. BOX 36, BEECHWOOD STATION, ROCHESTER 9, N. Y. 
BROWN Gentlemen:— 
on Please ship us immediately 10 dozen bottles of ‘‘SIR’’ . . . STANDARD ASSORT- 
TAN MENT (OR YOUR CHOICE IN DOZEN LOTS) . . . AND Free 24-bottle Counter 


e 
BLACK Display. 
s 
MAHOGANY STORE NAME 
e ADDRESS......... Sette Cir 
CORDOVAN 
® 
NEUTRAL 
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“We're putting an 


extra amount of promotion 


behind it*... because 


THAT'S 


THEY’RE 


BUYING” 


“Laconians were first in the children’s shoe field 
to put the Shu-Lok fastener on boys’, youths’, 
and girls’ shoes. Because of its convenience, de- 
pendability and fine fitting qualities, it quickly 
became the biggest promotional feature in our 
entire line. We feel the greatest selling days are 
yet to come. And it definitely cannot be classified 
as a gimmick or gadget. It’s a basic improvement 
in shoe design that has made an overnight jump 
from novelty to staple. 


“As we enter our fourth season with Shu-Lok 
fasteners, we’re completely confident that its 
growth will hit new highs. And to make sure our 
customers know we’ve got it, we’re putting an 
extra amount of promotional effort behind it. 
Why? Because that’s what they’re buying!” 


PROOF that when customers know about the Talon 
Shu-Lok fastener they buy the shoes with it. 
How are you doing on promotion? 


fastener 


TALON, INC., SHU-LOK FASTENER DIVISION, MEADVILLE, PA. 


30 Boot and Shoe Recorder 





® National Labor Relations Board to tighten control over re- 
tail labor-management dealings, beginning September I. 


® Fashion coordinator for shoe manufacturer 
may deduct part of money spent for clothes 
from income tax. 








® No new federal controls due to Lebanon trouble 
but defense spending will increase and prices 
will stiffen. 


Baker Reporting from W ASHINGTON 





The National Labor Relations Board plans to tighten its control over labor- 
management dealings in retail operations. 

Starting September 1, 1958, the NLRB plans to begin exerting authority 
over many retailers who—-up to now—have remained outside the sphere of 
labor regulation by Washington. 

NLRB made its decision to take on added jurisdiction after the U. 5. 
Supreme Court, in a recent decision, referred irritably to the “no man’s land” 
of labor-management problems that were not touched by government regula- 
tion, either from Washington or from the state capitals. 

Retail firms doing $500,000 a year gross business will—starting Septem- 
ber 1—find themselves accountable to the NLRB in Washington for dealings 
with their employees. 

What this extension means is that the rights and privileges of the National 
Labor Relations Act are now available to many more employers, employees, 
and unions than has been the case up to now. A worker or an employer with 


a grievance can take it to Washington and get a federal ruling. 


The U. S. Tax Court rules that a fashion coordinator for a shoe manufac 
turer may deduct, for income tax purposes, at least part of the sums spent for 
clothes purchased to attend style shows and meetings with shoe buyers and 
store executives. 

The fashion expert, Bety Lusk Yeomans, employed by General Shoe Corp., 
deducted on her income tax return expenditures for clothes in 1951 totaling 
$1,185, in 1952 of $1.484.60, and in 1953 of $1,835.20. She claimed that it 
was necessary for her to wear the most advanced styles and fashions while 
working, and that this clothing was not suitable for personal and private wear. 
The Internal Revenue Service disallowed her deductions. 

The Tax Court overruled the IRS, but trimmed substantially the amounts 
allowed as deductions. IRS allowed these deductions: 1951, $375; 1952, $300 
1953, $300. 

(For text of the Tax Court decision. write the Tax Court of the United 
States for 30 T.C. No. 74, filed June 30, 1958.) 


Trouble in Lebanon, if confined to a simple police action, won't bring new 
federal controls over business and industry. Price controls and commodity 
controls are not needed at this point, due to the abundance of both indus 
trial products and consumer goods. But some stiffening of prices can by 
expected, Washington warns. This is particularly true of all metal products 
gasoline and oil, and some chemicals. 

Here are the important new government trends now in the making as a 
result of the military action in Lebanon: 

Defense spending will be stepped up. Procurement of the kinds of weapons 





and supplies needed to fight a “conventional war” will rise. 
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® Kennedy-Ives labor bill expected to die but 
some kind of simple welfare and pension fund 


inspection bill will probably pass. 
Report from 7 ' 


@ Small business tax relief is certain this year. 


W ASH q NGTON i vt — on several ways to ease 





Business recession will fade faster. Buying, both by industry and by con- 
sumers, will gain, Fear of higher prices will touch off some inflation. De- 
pleted inventories will cause increased factory output, thereby bringing big- 
ger payrolls, more employment. 

Tax reduction, never a really bright prospect, is dead. In fact, Treasury 
and congressional leaders are conferring privately over the possibility of higher 
taxes next year. Limited tax relief for small firms still a prospect, however. 

Lower tariffs, more foreign trade is in prospect. Chances for enactment 
of the reciprocal trade bill are greatly enhanced. 

Foreign aid dollars will increase. Tentative cuts made by Congress wili 
he rescinded, In the end, the Administration will get all—or nearly all—the 
$4 billion in foreign aid funds it wants. 

All the above is based on the assumption that the smouldering Lebanon 
conflict won't blaze up into full-scale war. Should this happen, we can expect 
the government to snap quickly into a broad program of all-out controls over 


business and industry. 


Here’s what to expect in the way of new labor laws this year: Kennedy- 
Ives bill, despite heavy Senate approval. is dead. The House leaders wouldn’t 
“buy” it. 

What will be finally enacted: A_ relatively simple bill, requiring that 
pension and welfare fund records be made available for inspection, upon 
demand, to any employee who wants to know where the money’s going. 

This is a far cry from the Kennedy-Ives bill, which requires compulsory 
federal registration of pension and welfare funds, and from the Douglas bill. 
which requires substantially the same federal control over pension and wel- 
fare plans. 

Speaker of the House Sam Rayburn tells Chairman Graham Barden of 
the House Labor Committee he'll give a green light to the “inspection upon 
demand” bill. This will permit Democrats and Republicans alike to claim they 
voted for labor reform, Unions will fight the move, of course, claiming. it’s 
only half a loaf. White House reaction shapes up the same way. Ike will sign 
reluctantly, claiming he’s disappointed over lack of compulsory federal regis- 
tration of welfare plans, but pointing out that employee and employer rights 


are upheld by the “inspection upon demand” approach to the problem. 


Small business firms are certain to get limited tax relief this year. 

Measures which will lighten your tax burden in several ways are working 
their way through Congress. Lawmakers are sympathetic to the pleas of small 
firms for relief. 

Framework of the major small businses tax relief bill has been set by the 
House. It would save small firms $250 million a year in taxes. 

Here are the principal provisions and what they mean to you: 

1. You would be permitted to get tax refunds for three previous years to 
offset losses. This would be done by extending the “loss carryback” from the 
present two years to three years, permitting you to apply losses in any year, 
from the current year on, against profits for three years back to get a refund. 
Operating losses would continue to be applied against profits for five future 
years at the option of the taxpayer. 

[CONTINUED ON PAGE 72} 
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never to break ... never, never need new top lifts! 


Just think ... now you can walk on the most gracefully thin heel ever — while you 
blithely walk away from all heel problems forever! Not one penny to spend on new top lifts... never, ever again to hear 
that “snap!” .. . feel that lurching letdown that means hobbling home with your heel 
in your hand... never, ever again to run back and forth or sit and wait for repairs. Isn’t it wonderful? ... Heavenly? 


*It's all true — blissfully true — guaranteed true: 
If a Lifetime Heel breaks, or the top lift wears out, we guarantee to replace the heels — cost free! 


Your favorite shoes have Lifetime Heels now or will have, soon. On your very next LIFETIME WEELS 
pair of shoes — look for, ask for — insist on — Lifetime Heels and end heel problems forever! Lawrence, mass. 





Blucher 


School bells put an end to summer vacations. But 
they don’t stop running, active feet. Exercise periods 
and after-school fun have created a year ’round 
market for Fleetwoods—the canvas footwear with 
GRO-FLEX construction.* 

Circular Vamp, Blucher and Sandal styles are 
available in Red, White, and Blue. Ankle-high 
“Tops” in Black or White. Order your stock now 
for the back-to-school rush. 


*GRO-FLEX Construction features: 





FLEXIBLE UPPERS 


REINFORCED 
Sandal HEEL AND 


CUSHIONED ARCH 
FULL-CUSHIONED INSOLE 


Company 


ANDOVER, MASSACHUSETTS, 











TYER RUBBER COMPANY, Consumer Products Division, Andover, Massachusetts 


Gentlemen: Please send me the latest Tyer Catalog Price Lists on Canvas, Plastic and Rubber Footwear. 


NAME STREET. 
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Michigan Shoe Caravan, Michigan Shoe 
Travelers Club, Hotel Tuller, Detroit 
September 7-9 
Guild of Better Shoe Manufacturers, 
opening of collections of resort and 
early spring shoes, members’ factory 
showrooms, New York 
Week of September 8 
Miami Shoe Show, Deauville Hotel, 
Miami Beach, Fla. ...... .September 27-30 
Advance Spring Shoe Market Week, New 
England Shoe and Leather Association, 
Hotels Statler and Touraine, Boston 
October 5-9 
Annual Shoe and Leather Fair, Shoe and 
Leather Council of Canada, Sheraton- 
Mount Royal, Montreal October 12-16 
Spring Opening, Guild of Better Shoe 
Manufacturers, members’ factory 
showrooms, New York. Week of October 20 
Annual Convention, Tanners' Council of 


America, Edgewater Beach Hotel, 
Chicago ... ...... October 22-24 
Annual Convention, National Shoe Trav- 
elers' Association, Hotel Hamilton, 
Chicago ...... ; October 23-24 
National Shoe Fair, “National Shoe 


Manufacturers Association and Na- 

tional Shoe Retailers Association, 

Palmer House, Conrad Hilton, Morri- 

son and Congress Hotels, Chicago 
October 26-30 

Spring Shoe Fair, Northwest Shoe Trav- 


elers, inc., Hotel St. Paul, St. Paul, 
Minn. . .......November 1-4 
Spring Shoe “Show, Pacific Northwest 


Shoe Travelers, New Washington and 
Olympic Hotels, Seattle, Wash. 
November 1-4 
Michigan Spring Shoe Fair, Michigan 
Shoe Travelers Club, Statler Hotel, 
OPE eu November 2-4 
Spring Shoe Show, Southeastern Shoe 
Travelers, Henry Grady, Dinkler Plaza, 
Peachtree on Peachtree, and Pied- 
mont Hotels, Atlanta, Ga...November 2-5 
Spring Shoe Show, Southwestern Shoe 
Travelers’ Association, Adolphus, Baker 
and Southland Hotels, Dallas, Tex. 
November 2-5 
Spring Shoe Show, lowa Shoe Travelers’ 
Association, Hotel Fort Des Moines, 
Des Moines, la. .. November 8-10 
Indiana Spring Shoe Show, Indiana 
Shoe Travelers Association, Claypool 
Hotel, Indianapolis, Ind.... November 9-11 
Spring Shoe Show. Ohio Shoe Travelers’ 
Club, Deshler Hilton Hotel, Colum- 
bus, O November 9-11 
Spring Shoe Show, Boston Shoe Travel- 
ers’ Association, Parker House, Boston 
November 9-12 
Heart of America Shoe Fair, Central 
States Shoe Travelers’ Association, 
Hotels Muehlebach and Phillips, Kan- 
sas City, Mo. November 15-18 
Spring Shoe Mart, Pennsylvania Shoe 
Travelers’ Association, Hotel Penn-Sher- 
aton, Pittsburgh November 16-19 
Spring Shoe Market Week, West Coast 
Shoe Travelers’ Associates, Los An- 
geles ....November 16-19 
Spring Shoe "Show, ‘Mountain States 
Shoe Travelers’ Association, Albany 
Hotel, Denver, Colo. November 23-25 
Popular Price Shoe Show of America, 
New England Shoe and Leather Asso- 
ciation and National Association of 
Shoe Chain Stores, New Yorker and 
Sheraton-McAlpin Hotels and New 
York Trade Show Building 
November 30-December 4 


LR 


Dates to Remember 





August 15, 1958 










































































































































































































































longest on value, too... 
why pass up a winning combination, like this! 




















dress, school and sport 

— cements and welts from tots to teens 
In-stock, nationally advertised 

$4.50 - $7.95 (some slightly higher) 

































LACONIANS 











LACONIAN SHOES CORPORATION, LACONIA, N. H. 






Naugatuck PARACRIL 0ZO 


The oil-resistant, ozone-resistant nitrile rubber 


‘aboh Me nat-1. (me colli am ial -Me-yaleol-me ye) | -) 


JUTWEAF 
that all others! 


tive user the formulation details of 
the Paracril-based compound which 
makes possible this most desirable 


Thanks to Naugatuck research, it is has superior ozone resistance, 
has excellent low-temperature 


flexibility, 


now possible to compound Paracril® 
rubber with other inexpensive ingre- 
combination of properties...not only 
in shoe soling but also in wire jacket- 


dients to produce a better-than-ever retains colors indefinitely, 


shoe sole material that: is water-, oil- and fuel-resistant. 


has twice the abrasion resist- 
ance,” 
has 3 times the flex life, * 


One of Naugatuck’s synthetic rubber 
technical representatives will be 


happy to discuss with any prospec- 


ing, hose jackets, weather stripping 
and many other vulcanized rubber 


products. 


*— of present high-grade, oil-resistant shoe sole materials. 


Naugatuck Chemical 


reee . Dept. A Elm St t 
Division of United States Rubber Company neasitesh, Genauuaient 





Rubber Chemicals - Synthetic Rubber - Plastics - Agricultural Chemicals - Reclaimed Rubber - Latices - CANADA: Naugatuck Chemicals Division, Dominion Rubber Co.. Ltd., Elmira, Ontario - CABLE: Rubexport, N.Y, 
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Letters... 
Sales That Hurt 


You could render shoe retailing a dis- 
tinct service by promulgating an effort 
to postpone sales until the last week in 
July. With a little missionary work it 
could be accomplished. Manufacturers 
and jobbers have so gauged their inven- 
tories that “closeouts” are a thing of the 
past and their profits have risen. 

It's really a shame how shoes are 
slashed in the heart of the season. If 
the effort persists, it is my intention to 
charge for one shoe and give the other 
free during these sales periods. 

FRED MEYER 
PEOPLE'S SHOE STORE 
NEW ROCHELLE, N. 


‘Children’s Feet’: Addenda 


The story. “Children’s Feet Never 
Hurt.” by John McKee (Recorper, June 
1) was of exceptional interest to us for 
many reasons. and we feel that you 
would be doing parents, children and _re- 
tailers at large a great favor if there 
was some way to have this article pub- 
lished in a magazine where it would 
reach a large number of interested peo- 
ple—rather than being confined to a 
trade journal and an audience of spe- 
cialists. 

W. R. YATES, SALES MANAGER 
THE CARPENTER SHOE CO., IN( 
ROCHESTER, N.Y. 


Just a brief comment on the article 
written by John McKee, which appeared 
in the Recorper. We think this article 
had a lot of good “meat” in it and 
should be read and reread by every 
juvenile shoe operator. 

i A. ROSSEN 
HENRY’S SHOES 
BARBERTON, 0. 


I have read the article by Mr. John 
McKee in the Recorper and find it a 
very enlightening and interesting article. 

JACK EGLER 
JACK EGLER’S JUNIOR BOOT SHOP 
ROCKFORD, ILL, 


Salute from a Manufacturer 


We often do not take the time to tell 
you what an outstanding job we think 
the Boor anp Suor Recorver does for 
the shoe industry. Our survey shows 
that customers and prospects read out 
ads and your magazine is certainly a 
book of knowledge for the shoe retailer. 
We can truthfully say that the Recorper 
plays a prominent part in our trade pro- 
motion program. 

GEORGE R. UTLEY, VICE-PRESIDENT 
THE IRVING DREW CORPORATION 
LANCASTER, O. 
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Offers Your Biggest ‘Plus’ 
for Back-to-School Sales 


YOUR OWN 
PRIVATE BRAND 





The formula is yet to be found for 
back-to-school by which a brand 
name can be made more important 
than the skill and reputation of the 
dealer who sells it. When they buy 
their children’s shoes parents think 
first of the store and then of the 
merchant who runs it. Then they 


consider the Brand! 


Ephrata shoes are sold coast to 
coast under hundreds of private 
brand names but are sold always 
by dealers who stand more and 
more on their own. Ephrata quality, 
backed up by skilled and conscien 
tious fitting service, has built confi 
dence with parents which no amount 
of national advertising alone could 
ever buy. Let us show you how 
Ephrata can help build a sound 


future for you. 





r 1355 
one strap in 
Brown - Red 
Blue—8'/,_ to 
2'/; to 3, A toD 


1582-A 


Black & White Sad 
dle Oxford 8'/, to 12 
12', to 3, A to D 


Suggested Retail 


$4.95 to $7.95 


"The Line with a Future for You” 





EPHRATA SHOE COMPANY 


EPHRATA 


PENNSYLVANIA 
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STYLE © QUALITY © PRICE @ SERVICE © STYLE © QUALITY © PRICE @ SERVICE @ STYLE © QUALI 
PRICE © SERVICE @ LE eg TY g@RICE * SERVICE ¢ QUALI PRICE @ SERVIC 


EX the BIG STYLEnews 


STYLE PRIC 
is always from 


Ed White Junior Shoes! 


QUAL SERV 
PRICE TYLE 
STYLE 
SERVIG 
QUALY 
PRICE 
STYLE 
SERVI 
QUA show off's . . 


BRIC 
AL 
ERV: 
STYLE 
PRIC 
QUAL 
SERV 


show off's . . . the shoes that combine fashion - the quality shoes, belong on 


PRICE 
STYLE 


with fit, style with service, pleasure with price... 
all the time 


your shelves. They mean more store traffic, more sales 
and more profits for you. 


SERVIC 
QUAL 
PRICB 
STYLE 
SERVIC 
QUAL 
PRICE 
STYLE 
SERVI 


LIVING 
High Throat Buckle Strap Pump— 
Flexible Velvet Oak Outsole— 
Semi-Pointed 
Toe 


Leather Sole—Needle Point Toe 


X783 Sherri-Red Tandem 


X786 Black Tandem X788 Brown Tandem 


32-10 
AAA 5-10 


$4.00 


RADIANCE 
Faille Lined Round Throat Pump — Large 
Brass Buckle with Matching Leather 
Underlay — Chrome Leather 
Sole—New Pointed Toe 


P 712 Brown 


DRAMA 


Split Vamp — Ornamental Tie—Chrome 


Plush Pig & 
Black Suede 
713 Red & Gray Plush Pig 
718 Nugget & Green 
Plush Pig 
B 3!'%-10 
AA 4-10 
AAA 5-10 
$3.60 


SHAWNA 


Faille Lined Round Throat Pump—Colored 
Acorns on Black Leather Base—Chrome 


Leather Sole—Needle Point Toe 


X111-50 Black Patent 
X113-50 Red Plush Pig 
X116-50 Black Glazed 


B 32-12 
AA 4-12 
AAA 5-12 
AAAA 6-12 
Sizes 3'/2-10 $4.00 
Sizes 10'//2-11 $4.50 
Sizes 112-12 $4.75 


Kid 
X117-50 Gray Kid Suede 
X118-50 Black Calif 
X119-50 Black Kid 
Suede I 
X681-41 Black Patent 
X682-41 Brown Glazed 
Kid 
B 32-11 
AAA 5-11 
Sizes 32-10 $4.00 


PEGGY MARK IV 


X683-41 
Kid 


Flare Red Glazed 


Black Glazed Kid 
Red Patent 
Black Kid 


X686-41 
X687-41 
X689-41 

Suede 

AA 4-11 

AAAA 6-11 

Sizes 10!/o-11—$4.50 


New Round Throat Leather Lined Skimmer— 
Chrome Leather Sole—New Pointed Toe Can be Tinted 


96 Black Patent 
99 Black Kid Suede 


20 White Glazed Kid 
91 Black Glazed Kid 
93 Red Glazed Kid 
C 3-12 
A 4-12 
AAA 5-12 


5 )S8D 


NATIONAL 
SHOE FAIR 
CHICAGO 
EXHIBITING 
ame) 
1958 


92 Brown Kid Suede 

94 Navy Glazed Kid 

98 Brown Glazed Kid 
B 3'/2-10 

AAA 5-10 


Sizes 10'/5-11 $4.10 


AAAA 6-12 


Sizes 32-10 $3.60 Sizes 112-12 $4.35 


Let Our Shelves Be YOUR Instock Department 
OVER 190 STYLES IN STOCK e ORDERS IN TODAY ARE OUT 


All Made In Our Own Modern Factory 
Prices slightly higher west of Denver. 
ASK FOR OUR NEW FALL CATALOG 


Er Wilts Junin Shoe Company 


MANE 


LOS ANGELES: M.S. Ritkin Shoe Co., 759 So. Los Angeles St. 
SAN FRANCISCO: Kaye & Tieso Shoe Co., 51 First St 


SALES OFFICES 
PRIC 


~ . s -¥ Pik . J UA 
STYLE © QUALITY © PRICE e SERVICE e STYLE © QUALITY © PRICE @ SERVICE © STYLE @ 
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PARAGOL 


910 Silver Brocade 
925 White Satin 
926 White Linen 
AA 4-10 
AAAA 6-10 


TODAY 


JFACTURERS 
ILD, ARKANSAS 


NEW YORK: 933-35 Marbridge Bldg., 47 W. 34th St. 
ST. LOUIS: Room 132, Merchandise Mart, 10th & Washington 
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These Fine Companies Distribute 


«s In iw 


Shoes Throughout 
the United States. 


ALABAMA 
Greenwald Shoe Company 
2318 First Avenue No. 
Birmingham 3, Alabama 
ARIZONA 
Copeland Wholesale Mdse. Co. 
441 W. Madison Street 
Phoenix, Arizona 
ARKANSAS 
Helena Wholesale Dry Goods Co. 
Helena, Arkansas 
Henry Rephan Company, Inc. 
101 E. Washington Street 
North Little Rock, Arkansas 
CALIFORNIA 
Glaser Shoe Company 
63 First Street 
San Francisco 5, California 
Osser & Friedland Boot & Shoe Co 
818 So. Los Angeles Street 
los Angeles 14, California 
The Van Voorhies Phinney Co. 
322 ‘'J'' Street 
Sacramento, California 
COLORADO 
The Joseph P. Dunn Shoe & Lea. Co. 
1825 Lowrence Street 
Denver 2, Colorado 
FLORIDA 
J. H. Churchwell Company 
301 E. Bay Street, P. O. Box 1019 
Jacksonville 1, Florida 
GEORGIA 
Gramling & Collinsworth, Inc. 
84 Central Avenue, So. W. 
Atlanta 3, Georgia 
ILLINOIS 
Capital City Leather Company 
207 No. Sixth Street 
Springfield, Illinois 
Keehn Brothers 
219 W. Monroe Street 
Chicago 6, Illinois 
John Moser & Son 
2027 So. Adams Street 
Peoria 2, IIlineis 
INDIANA 
Bayless-Kimmel Shoe Co., Inc. 
1202 E. New York Street 
Indianapolis 2, Indiana 
State Side Shoe Company 
2805 E. New York Street 
indianapolis 1, Indiana 
1OWA 
Harbeck Footwear Company 
216 Pearl Street 
Sioux City 12, lowa 
Merchants Supply Company 
Sixth and lowa Streets 
Dubuque, lowa 
The Otis Leather Company 
423 Second Street, So. E. 
Cedar Rapids, lowa 
KANSAS 
Volume Shoe Distributors 
828 No. Kansas Avenue 
Topeka, Kansas 
KENTUCKY 
J. L. Turner & Son, Inc. 
Scottsville, Kentucky 
LOUISIANA 
Boy Shoe Company, Inc. 
525 Iberville Street 
New Orleans 16, Louisiana 
lee Dry Goods Company, Inc. 
Shreveport, Louisiana 
MAINE 
W. S. Emerson Company, Inc. 
192 Exchange Street 
Bangor, Maine 
MASSACHUSETTS 
M. T, Shaw Shoe Co. of N. E., Inc. 
162 Chestnut Street 
Springfield 3, Massachusetts 
MICHIGAN 
American Shoe Company 
3341 E. Jefferson Avenue 
Detroit 7, Michigan 
Hoekstra Shoe Company 
49 So. Division Avenue 
Grand Rapids 2, Michigan 
Michigan Shoe Company 
215 So. Hamilton Avenue 
Saginaw, Michigan 
MINNESOTA 
J. W. Love & Co. 
20 No. Fourth Street 
Minneapolis, Minnesota 
Martin Leather Company 
311 First Avenue, No. 
Minneapolis, Minnesota 
MISSOURI 
American Shoe Co., Inc. 
1900 Washington Avenue 
St. Lovis 3, Missouri 
NEW MEXICO 
Henry Hillson & Co. 
P. O. Box 828 
407-9 Second Street, So. W. 
Albuquerque, New Mexico 
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Shaw's unique combination 
of quality at a sensible price re- 
sults in the one thing both re- 
tailers and their customers are 
seeking — solid value! Today, 
more than ever, retailers and 
consumers are taking a closer 
look at exactly what they get for 
their money, in terms of real 
value! We feel this is a prime 
reason why SHAW sales are 
steadily rising, and why more 
and more retailers are add- 
ing Shaw to their men’s lines. 

















WES 


Our exclusive Trade Builder 
way of supplying you with 
OVER-NIGHT DELIVERY from 
our 60 distributors, serving every 
county in the country, keeps your 


inventories low, your profits high! 
Shaw shoes give you steady sales 
at good mark-up, and the de- 
pendable repeat business that 
solid value insures! 


NATIONALLY 
ADVERTISED IN 


Qutdoor Life 


An outstanding back-to- 

school style, ®SHU-LOCK 

fastener by Talon, Cordovan shade 

Cossack, plain toe with BASEBALL 

STITCH on vamp and quarters, French cord 
binding sweeping back on quarters, black hi-welt, 


steel arch, twill vamp lining, leather quarter lining, 
Nuclear outsole, rubber heel, on our No. 14 Combination 
last. IN-STOCK to retail profitably at $10.95. Also 
available in black or brown. 


WRITE TODAY for the name of your near- 
est Shaw Trade Builder distributor, and 


eee ee 


NEW YORK 

Hurd Shoe Company, Inc. 
Main & First Streets 
Utica 2, New York 
Powell & Campbell, Inc. 
122 Duane Street 
New York 7, New York 
Reliable Wholesalers, Inc. 
113-115 Seneca Street 
Buffalo 3, New York 

HIO 


The Ainsworth Shoe Company 
610 Monroe Street 
Toledo 4, Ohio 

Bibow & Srail Shoe Company 
1276 W. Third Street 
Marion Building 

Cleveland 13, Ohio 

The Black & Grant Company 
Zanesville, Ohio 

Jaffe Shoe Corporation 
665 W. Bowery Street 
Akron 7, Ohio 

Trade Builder Shoe Company 

(Robert Graefe Lea. Co.) 
1428 Race Street 
Cincinnati 10, Ohio 

PENNSYLVANIA 

Arenberg-Plotkin Shoe Company 
301 Penn Avenue 
Scranton 3, Pennsylvania 


Bell, Wait & Co., Inc. 

418 Arch Street 
Philadelphia 6, Pennsylvania 
Newell & Dorsch Co 

953 Penn Avenue 

Pittsburgh 22, Pennsylvania 
Pennsylvania Lea. Co. of Erie, Inc. 
1314 Turnpike Street 

Erie, Pennsylvania 
D. S. Peterman & Company 
110 No. George Street 
York, Pennsylvania 


TENNESSEE 
McCallie Shoe Company 
316 W. Jackson Avenue 
P.O. Box 63 
Knoxville 1, Tennessee 
Wm. R. Moore Dry Goods Co. 
P.O. Box 347 
Memphis |, Tennessee 
TEXAS 
Hinckley Shoe & Leather Co., Inc. 
1715 Levee Street 
Dallas 7, Texas 
Hogan-Alinoch Company 
Cor. Texas Avenue & Austin St 
P.O. Box 336 
Houston 1, Texas 


new IN-STOCK catalog showing our com- 
plete line of men's casual, dress, work and 
comfort shoes. 


Coldwater, Michigan 


UTAH 
ZCMI Wholesale Distributors 
Department 535 
1665 Bennett Road 
P.O. Box 1109 
Salt Lake City 10, Utah 
VIRGINIA 
Merchants Supply Company, Inc 
12 So. 14th Street 
Richmond 19, Virginia 
WASHINGTON 
The Adams Leather Co 
Corner Second & Wall Streets 
Spokane 1, Washington 
Washington Shoe Company 
163 Jackson Street 
Seattle 4, Washington 
WEST VIRGINIA 
The Jeff Newberry Company 
Huntington, West Virginia 
WISCONSIN 
Gaensien Bros. Leather Co 
1437 No. Third Street 
Milwaukee 12, Wisconsin 
H. C. Roenitz Co., Inc 
57-83 Josslyn Avenue 
Oshkosh, Wisconsin 
The Schwohn-Seyberth Co 
Eau Claire, Wisconsin 





RIGHT IN LINE 


FOR"DG 


PF Flyers 


FAMOUS CANVAS SHOES 


WATCH FOR OUR SALESMEN WITH DETAILS AND SAMPLES OF THESE TWO 











Sues as 


DISTINCTIVE CASUAL SHOES 


WITH EXCITING NEW IDEAS 
IN MERCHANDISE AND 
PROMOTIONS 


GREAT LINES. MADE ONLY IN B.F.Goodrich AND Hood BRANDS 





ROBERT E. GROSS 


Portrait by Fabian Bachrach 


34,900 Lockheed Employees 
Regularly Buy U.S. Savings Bonds 


“We in the Lockheed Aircraft Corporation family are 
proud of our record of participation in the U.S. Treas- 
ury’s Payroll Savings Plan. 

“It is important .. . particularly in these times . . . for 
all Americans to support our nation’s programs and 
policies in every way. | know of no better way than the 
regular purchase of Savings Bonds. 

“Our records show Bond-buying employees are sav- 
ing at the weekly rate of $165,000 . . . a yearly total of 
approximately $9,000,000. 

“This thrift, practiced regularly, is a vital keystone 
in building family security. It also makes a significant 
contribution to stabilization of the purchasing power of 
the dollar and the prevention of inflation. 


“Each of our new employees is given the opportunity 
to join his fellow workers in the Payroll Savings Plan. 
We feel this is an important step in insuring America’s 
future security and prosperity.” 

ROBERT E. GROSS, Chief Executive Officer, 
Chairman of the Board, 
Lockheed Aircraft Corporation 


A simple person-to-person canvass that puts a Payroll 
Savings Application Blank in the hands of every em- 
ployee is all you have to do to install the Payroll Savings 
Plan or build employee participation in your present 
plan. Your State Sales Director is ready to help you. 
Write today to Savings Bond Division, U.S. Treasury 
Department, Washington 25, D. C. 


The United States Government does not pay for this advertising. The Treasury Department 
thanks, for their patriotic donation, the Advertising Council and 
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All successful 


shoe business 


is based on 


ruMp 











THERE’S NO DIFFERENCE 
BETWEEN TWO HANDFULS OF MONEY 


..» Except the Denomination of the Money! 


All good shoes, intelligently bought 
earn a hand full of money for the store. 


“Intelligently”” means timing, quantity, and respect 
... In addition to product superiority. 


Such things describe Heydays, which make for 
MORE sales, MORE turn over, and more profits. 
The change to Heydays, changes pennies to dollars. 


The Quality of Heydays PRODUCT begets 
Superior Consumer Acceptance, which is 
a tangible sales aid, that honestly aids sales. 


Stocked in Jersey Brown 
Hornback with Salmon Beige Hornback 
Alligator; also Black with Grey Ostrich 


HEYDAYS SHOES INC. ¢ 2032 LOCUST STREET © SAINT LOUIS, MISSOURI 
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Voice of the [rade 


Shoeman on a busman’s holiday 
that’s PHIL BAYES of SOLBY- 
BAYES in Mass. He 


the “Grand Tour” abroad .. . includ- 


Boston. made 
ing Israel and sent us a note high- 
lighting . you guessed it 
SHOES! He writes: 

“Visited some of the shoe shops on 
Allenby Street. in Tel-Aviv, — last 
Thursday at about 6:30 P.M. and 
found them very busy. In one shoe 
store, several women were waiting for 
Most of the clerks 


all dressed uniformly. In 


seats. sales are 
women 
one store, the color of their clothes 


was blue: in another. eggshell. 


“The selling space of the stores | 
saw was small and the stock was con- 
The 


attractive and the predominant colors 


cealed. window displays were 
were white, light beige and some reds. 


Most 


pointed toe pumps 


dress shoes were modified 
all closed up 
. with pin point perforations. The 
heels were mostly 18/8 to 24/8. 
“Israel is a land of casuals and 
the variety in the shoe stores is exten 
the 
types, with varying heel heights.” 
*% ¥% % 


sive. Many of them are scufl 


Here is an unusual twist! The VIR- 
GINIAN-PILOT and The LEDGER- 
STAR of Norfolk. Virginia. recently 
ran a full-page tribute to Hofheimer’s 
Shoe Stores as the “Nation’s No. 1] 
They foun 


shoe advertiser.” showed 
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ads created by Hofheimer’s advertis- 
ing staff, a photo of Victor Wortheim- 
er and Mrs. Anne Huxtable, advertis- 
ing manager and assistant advertising 
manager respectively and indicated: 
“441.811 lines of advertising in Nor- 
folk newspapers last year makes HOF- 
HEIMER’S the nation’s No. 1 
MEDIA RECORDS—the 
agency established — to 


has 


shoe 
advertiser. 
independent 
measure newspaper advertising 
that 
Norfolk, were the largest 
America dur- 


announced Hofheimer’s 
Stores in 
retail shoe advertiser in 
ing 1957. No other shoe store ran a 
larger amount of advertising in any 


And Norfolk. 


who have watched Hofheimer’s adver- 


one city. we, here in 
tising over a long period of years, fee! 
that. day by day, their’s is the best 
shoe advertising in America. 

“Hofheimer’s record volume of adver- 
tisine in the Virginian-Pilot’ and in 
the Ledger-Star certainly makes them 
the most aggressive retail shoe adver 
tiser in this country. It also means 
that Hofheimer’s management realizes 
that 
with the kind of advertising 


sales volume is directly tied-in 


done. g 


* * * 


Suggestions small but very im- 
portant! 

“Shoe stores. no matter whether they 
are large or small, must keep up their 
advertising on a regular and frequent 
basis. It really pays off.” says GEN- 
EVIEVE MESSIER. owner of Gene’s 
Central Shoe Store in Warren. R. I. 
“People may know where your store 
is located and what you have to offer 
but it pays to remind them over and 
over again. This is especially true in 
the small town stores. [| know. for my 


shoe store is located in a_ relatively 


small town (population around 9000). 
“My advertising schedule includes two 


newspaper ads every week, a_ radio 


Shoe 
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spot every Friday morning and we 
also tie in with television promotions 
by the manufacturers. 

“Store lighting is also very important. 
We have a time clock that controls 
the first 


thing in the morning, stays on until 


store lighting. It goes on 


late at night and brings the store to 


hile... 


out the day and at night, it lights up 


makes it a bright spot through- 


the whole area.” 

o * 
“We are a big country, and we need 
big business. We are a free country, 
needs many small 
most all of 
They 


erew into big businesses because they 


and a free country 
businesses. Historically, 


our businesses were small. 
rendered a service that was satisfactory 
or built a high product which they 
could sell at a fair price. The small 
the 
tomorrow. That 1s 

HENRY H. HEI- 


vice-president — of 
Credit’ Men. 


business of today will be hig 


business of 
America.” says 


MANN, 


National 


executive 
{ssociation of 
x ¥ 
“The keynote of European shoe fash 
ions for Fall will be 
HARRY BASS. 


Vannequin Shoes. We 


daintiness.” 
says president of 
returned from 
a tour of the European markets and 
Paris 


news value 


reported: “Shoe designing in 


had some very interesting 
In Milan 


continuation of smart styling for 


iy ioht ct 


there Is a 


fall 


and Florence. 


accented by ors.” 





Style trends in men’s shoes for spring 
and summer 1959, that emerged from 
consideration and discussion at the 
recent NATIONAL SHOE RETAIL- 
ERS ASSOCIATION — Men’s Shoe 
Style Committee Meeting can be cap- 
suled: 

“No reversal of the present’ trend 
movement to softness and flexibility 
and lighter weight is expected, The 
narrower soft wall and narrow square 
toe lasts are expected to increase in 


Smooth and soft grain 


importance. 
leathers are the most promising tex- 
tures for the coming spring .. . with 
new interest in soft and custom fin- 
ishes as opposed to bright sheen fin- 
ishes. Less interest in harder grain 
morocco type texture and its use in 
combination. 

“Black will hold present position. In 
brown, the tone trend is very definite- 
ly to the deeper shade of brown, such 
as oak. Attention moves from the 
stitch and turn detailing to the newer 
closing seam feature which is extreme- 
ly adaptable to presently popular lasts 
and patterns. 

“Light. flexible footwear will be of 
major importance in spring and sum- 
mer 759 and encroach to an even 
vreater extent on the traditional sum- 
mer types featured in the past. OF all 
the summer types . .. mesh still offers 
the best chance for improvement be- 
cause of new weaves and texture de- 
velopments. 

“In both casual and dress shoes for 


men, the continued demand for flexi 


bility cannot be overemphasized.” 


* * 


“Merchandising in the fashion shox 
business has become exceedingly diffi- 
cult in the past few years.” says AL 
PRED WEXNER of Wexner Broth. 
ers, Inc., Memphis. Tenn. “Not only 
must a buyer be in a fluid position, 
due to fast-changing fashions, but he 
must strive to find basics those 
patterns and lasts that he can carry 
in depths at all times. What we knew 
as basics a few years ago are now in 
the category of ‘Mama’ shoes, and 
there are no ‘Mamas’. What we need 
are fashion basics . . . shoes that will 
appeal to women of all ages. 

“For the first time in several years. 
the approaching season offers a wide 


variety of such fashionable basics.” 
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The HACKS 
LEONARD NATHAN MORTON 
O help people walk in comfort, instead of hobble along in pain, has 
been Nathan Hack’s lifelong ambition. Now, at the age of 75, he 
can review the trials, tribulations, experiments and successes along 
the way and find that they add up to the gratifying sum total . . . mission 
accomplished ! 

From the very beginning, when he opened a family shoe store in Detroit, 
in 1916, he has specialized in correct and corrective shoe fitting. He worked 
with doctors, podiatrists and orthopedists filling their orders for 
prescription shoes, And, at the same time, devised and designed a foot 
measuring device, a child’s clubfoot shoe, a convalescent boot which he 
patriotically turned over to the U. S. Army just to mention a few. 

In 1925, he moved his shop downtown to the Stroh Building, its present 
location where, to this day, customers continue to come in for the 
trained, knowledgeable, correct fitting that has established an enviable 
reputation for the store and the Hacks. 

When we say Hacks, we include the second generation . Morton and 
Leonard, They both came into the shop as soon as they graduated from 
college. Morton started in 1929, after three years at the University of 
Michigan and graduation from the Illinois College of Chiropody. He worked 
until he was recalled to service in the U. S. Army (he was a captain in 
the Reserve) in July 1941. He came back to the shop in 1945 (with the 
rank of lieutenant-colonel . . . after spending two years in England with the 
U.S. Army Air Force.) He is president of the Hack Shoe Company and is 
responsible for the children’s shoe department as well as all advertising and 
promotions. 

Leonard, the younger son, majored in business administration at the 
University of Michigan and took up his duties in the store when he graduated 
in 1933. He is comptroller and also supervises the buying of men’s and 
women’s shoes, 

The sons sure are a chip off the old block. They took a big league step 


[TURN TO PAGE 74, PLEASE | 
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A young man garbed in fashion 


able soft grays steps from the balus 


traded entrance of a mid-town club. 


At the curb he pauses and we note 


the classically simple black three- 


evelet blucher that adds distinction 





to his attire. The lines are slim and 


Italian with a classic plain toe 

lieved by a centerline SC arn The 
shank well defined. Then a cab door 
closes leaving us with the pleasur 


able image of a Pattern Portrait. 





Variety Keynotes 


HE fall fashion trend to short evening skirts 
and lovely tinted hosiery will draw eyes down 
to the feet and put the new after - five shoe 
styles in the spotlight. And with the wide choice in 
materials, colors and silhouettes, shoe stores and de- 
partments should find it easy to please many types of 
customers shopping for their first fall after-five shoes. 


Tapered toe _ fabric 
strap in bronze with 
glint of gold. Palizzio. 


High tongue pump in 
gold and copper bro- 


cade. Andrew Geller. 





Velvet with gold kid, 
rich effect in evening 
sandal. D’ Antonio. 


There is a rich, elegant look about the first fall 
shoes for formal wear. The early collections show 
brocades, many with metallic threads; satins; velvets; 


peau de soie; moirés; dyeable jacquards; some luster 


leathers; and gold kid, used sparingly in these first 
collections; clear, colorless vinyl] plastic. 

Materials are combined to give effective contrasting 
surfaces. Velvet is trimmed with satin and gold kid; 
satin with velvet in the color. Black satin 
brightens black peau de soie or black moiré. Rhine- 
stones, sometimes used sparingly, sometimes more 


same 


Pump in combination 
of cut velvet and satin. 


Herbert Levine. 
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First fall 


“kormals” 


Materials are rich and elegant. Silhouettes include closed 
and sling pumps; several types of straps; ties and even boots. 


lavishly, are a very popular trimming. A floral cut 
velvet is given a lighter look when combined with satin 
in the predominating color of the flowers. 

Gold thread in the brocades gives sparkle to soft- 
toned brocades, very much liked in bronze and copper. 
Rich, glowing colors in luster leathers—purple, red 
and blue—are selling well. In several collections open 


by ELEANOR M. RUTTY 


toe, sling pumps in clear, colorless vinyl plastic meet 
the perennial demand for this go-with-everything mate- 
rial. Jeweled ornaments give color and sparkle to 


[CONTINUED ON PAGE 70] 


Asymmetric strap in 
luster calfskin of 
“American Royal” 
(purple), on 18/8 
heel. DeLiso Debs. 


Three - ey elet evening 
tie in soft green and 
gold brocade. A 
Mademoiselle Shoe. 


Pump in black woven 
moire. Rhinestone- 
trimmed ornament. A 
Peacock shoe styled in 


Vilano. 


Sling in black peau de 


sole 


with satin and 


rhinestone trim. Jerro. 
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Make Your Windows Count 


O matter the season or the holiday . 
you can attract customers to your store 
with windows that give off sparkle, zest 

and suggest movement. And one may be sure 
that in these important elements few windows 
will surpass those pictured here. A bit of rib- 
bon. a snowflake or two. a gauzy tree, or a few 
yards of plastic cloth given just the right twist 


will perform miracles before your eyes. 
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-.-- In All Seasons 





The theme and device need not) be compli 
cated. For example, I. Miller & Sons. Ine.. used 
shiny bright smiling sun dises, sparkling crystal 
snowflakes . . . gala evening shoes. handbags 
and accessories, All ol these ideas Cal appl 
equally to Christmas cheer or a season in’ the 
sun. 

Take the blooming forsythia that) Delman’s 
used in their window as a symbol of spring. Put 
a shiny holly in its place and presto... it is 


— the joyful Noel. 
- T SNF SS F = ad a4 % 1 
Lappy rhristmas® sie ae As for I. Miller's “band of angels.” they sin 
a a a i" i : 
JS their own paen of “joy to the world. 
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RED PATENT GLEAMS ... 
that’s why wee ones love it. 
Rhinestone ornament adds 
more glitter to this curved bow 
fashion. Sparkle-Toes by Alexis 


HAT there has been a fashion revolution in chil- 
dren’s footwear is not news. But that it has been 
extended to the infants’ size runs wip come as a 
surprise to even some veteran shoe people. Only last 


month an administrative executive for one of the larger 
shoe manufacturing firms was heard to comment: “Well. 
at least we don’t have any instock problems with infants’ 
shoes. They’re still staples.” He was quickly corrected 
by “juvenile” members of the firm. 

True, there was a time, just a short time ago, when the 
toddler’s shoe wardrobe was limited to high-tops 
and the two- or three-year-old wore the same brown 
oxford, be “it” a he or a she. But today, shoe manufac: 


PRE-SCHOOLERS want bub- 
ble saddles too! And just like 
Big Sister’s is this ribbed-sole 
style from International Shoe’s 
juvenile lines. 


MANNISH in every respect 
but size . . . that’s the appeal 
of this moc vamp from Interna- 
tional’s juvenile lines. Black 
calf is preferred. 


SO VERY GROWN-UP ... 
this black wing tip from Robin 
Hood. What boy doesn’t want 
to imitate his dad? 
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There are no more “neuter gender” infants’ shoes. Toddlers step right in fash- 
ions just as attractive and colorful as mom’s and dad’s. These new styles please 
youngsters and parents and sacrifice none of the essential fitting qualities. 


turers offer a full range of fashions for boys and girls 
and “these little ones represent one of the fastest growing 
segments of the shoe business,” according to Joe Ruebel, 
vice-president of Trimfoot Shoe Company. 

In the process “infants’ shoes have lost their neuter 
gender,” says E. A. Quigley, in charge of styling for 
International Shoe Company’s juvenile division. ‘That 
brown oxford that used to suffice for boys and girls 
alike just isn’t acceptable today. Retailers and mothers 
both demand separate styles for the sexes.” 

And why not? As Roblee McCarthy, head of Brown 
Shoe Company’s Robin Hood Division puts it: “The more 
fashion there is the more you give a mother the oppor- 


ALMOST DOLL-SIZE 
that’s half the fashion appeal 
of this ribbed-sole oxford with 
a gay plaid saddle. Baby Deer 
Cameos. 


Concurring whole-heartedly with these viewpoints is 
. Bernard 
Says Mr. 


Gardner, “We find the rapid growth of infants’ sizes in 


one of the top shoe retailers in the country 


; Gardner of Frost Bros., San Antonio. Tex. 
EVEN THE TINIEST TOD. 
DLER walks in fashion .. . 
in red patent by Baby Deer 
Cameos. A _ heart-shaped pearl 
button marks the T-strap. 


our children’s operation to be of terrific importance. It 
seems that today’s children can distinguish between the 
new fashion shoes and the old ones almost as soon as 
they can talk. Particularly, one must realize that there 
is a tremendous impact on a child’s mind when she steps 
out of a baby basic into her first strap. Such a radical 
change in her young life leaves a deep and happy im- 

\. pression.” 

} | CONTINUED ON PAGE 66] 

oo 


an ao 


BRIGHT AS HOLLY for 
Christmas selling ...a red vel. 
vet slipper from Robin Hood. 
An ornamented bow and a 
swivel strap are sophisticated 


4 CINDERELLA slipper for 
very special occasions .. . gold 
stardust kid with a single gem 
set into the T-strap. A Dress 
Ups by Alexis. 


features. 


tunity to comply with her most natural desire . . . to 
make her baby look cuter than ever.” 

Therein lies the key to the successful merchandising of 
infants’ fashion footwear, points out Alex W. Smith 
executive vice-president of Weber Shoe Company. “While 
infants’ shoes are not necessarily prettier than child’s or 
misses’ footwear, they are CUTER . . 
are excellent display pieces for store windows and depart- 


. Which means they 


mental displays. Proven eye-stoppers, they create impulse 
buying . . . not only on the part of doting mothers, but 


grandmothers, aunts and family friends.” 
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Whats In A Shoe 
And How To Sell It 





These shoes date back nearly 2000 years. The parts are sewn together and the thread 


is still intact today. 


T'S rare that a retail shoe salesman or consume: 
ever gives any thought to the thread in a shoe. 
Yet, to over-simplify a statement, thread is what 
It’s 


to find any shoe that doesn’t utilize thread somewhere 


holds the shoe together. about 


just impossible 


or have some sewn parts, 


{ close view of a broken back seam and quarter lin- 
ing seam. Shoe on right is sewn with stronger nylon, 
remains intact. 


Note also the use of decorative 


stitching on the vamps. 


It will amaze most shoemen to learn that the shoe 
industry consumes about 27 billion yards or 15 mil- 
lion miles of threads a year—enough to encircle the 
earth 600 times. An average pair of shoes consumes 
the surprising amount of about 50 yards of thread 
(though a pair of military combat boots will use 
100. yards.) 

Shoe threads have three basic functions. Most funda- 
mental of all is to hold the shoe together during the 
lifetime of the shoe. In many shoes, thread plays a 
fashion or decorative role (a pair of fancy, expensive 
cowboy boots may use as much as 300 yards of thread, 
chiefly decorative). Thirdly, thread is designed to sew 
the shoe at the highest possible speeds consistent with 
the ability of the operator to handle the work. 

The job of holding the shoe together under all kinds 
of abuses, conditions and strains is a great responsi- 
bility. But modern shoe threads have been developed 
to remarkable degrees of streneth, able to withstand 
millions of shoe flexes, abrasions, chemicals, moisture 
and perspiration, heat, cold. mildew and fungus, ten- 
sion and torsion, etc. Thread is truly one of the 
“miracle” components in a shoe. 

The use of thread in shoes dates back several thou- 
sand years. In fact, the awl, needle and thread were 
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Thread 





Thread not only holds the shoe together but plays an important decorative role. 
The average shoe uses around fifty yards of thread and some use twice that much. 


the tools of the first shoemakers, pre-dating the Chris- 
tion era by at least a couple of thousand years. Thread 
in shoes was used then, primarily as it’s used today, 
to hold the shoe together, and for decorative purposes 
also. 
Where Thread Is Used 

There are two basic kinds of thread applications 
in shoes: bottom and 
kinds of 
stitchdown, McKay, etc.) the bottom portions of the 
Thus the 


outsole, midsole, insole and welting are thread-attached, 


stitching upper stitching. In 


some shoe constructions (Goodyear welt, 


shoe are attached to the upper by sewing. 


either to one another or to the upper. 

There are many variations of sewing in the upper 
of the shoe, depending upon the type and style or 
pattern of the shoe. The linings are sometimes 
The 


quarter, and the joint is called a seam. 


sewn 


to the upper. vamp is sewn, and the vamp to the 


Then there's 


the seam running down the back of the shoe. There’s 


usually a row of stitching around the topline of the 


shoe. The toe may have a seam, and there’s sewing 


across the toe cap. Then there are countless varieties 


of decorative stitching on the upper. Straps are fre- 


quently sewn on, and so is the tongue, goring, binding 
In fact, 


of a shoe upper without some sewn parts. 


and trimmings, etc. it’s difficult to conceive 


Most of this sewing is done by machine, though in 


genuine hand-sewn moc- 


highly 


threads are used on attach- 


some instances, such as in 


casins, its done by hand. Hand-sewers are 


skilled, well paid. 


ing of bottom parts, and also for some moccasin seam 


Heavier 


work, or for more pronounced decorative touches on 
men’s and boys’ shoes. 

For many centuries thread has played an important 
role as a decorative or ornamental feature in shoes. 
Take almost any pair of dress shoes today and you'll 
stitching” on the shoe’s 


see some expression of “fancy 


upper. 


Same shoe, revealing very fine attaching of sole to 
upper with thread. 
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by W ILLI AM A, R¢ SSI, Field Editor 


Example of thread strength in children’s shoes. These 
shoes were worn for a test period of four months. The 
shoe on the left is sewn with durable nylon thread. 
The shoe on the right, sewn with less durable thread. 


pounds of 


that nearly 9.500.000 
used in shoes yearly. This translates 
lenecth. The thread 
type of thread. Fo: 


[CONTINUED ON PAGE 64} 


It’s estimated 
threads are into 
about 80. billion feet in “pound,” 


translated into length, varies by 


McKay sewn shoe of Civil War period showing skilled 
and refined use of sewing in shoe upper. 











Our salesmen are coming’ your way to show 


you the best line yet of Red Ball casual 


footwear. See the new Jets, Summerettes 
and Commodores for! 1959 


by B A he L - B A N D Mishawaka, Indiana 
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In Alaska 


The Keynote Is Planning... 


“The successful merchant must plan to fill footwear needs in an area where the weather 


varies from over 100 degrees to seventy below zero,” says A. H. Romick of Anchorage. 


A. H. ROMICK 


ORE than nine years before 
Alaska was granted state- 
hood, an El Paso, Texas, 
business leader toured the vast north- 
ern territory with more of an eye for 
its business potential than its scenic 
attractions, 

So impressed was he with what he 
that he returned to El 
liquidated his interests there and en- 
the 
Alaska’s business leaders. 


saw Paso, 


thusiastically joined ranks of 

“ve never regretted my decision 
for one moment,” said A. H. Romick, 
owner of an expanding wholesale firm 
and three fast-growing retail stores in 
Anchorage. Alaska’s largest city. 

More 100,000 Alaskans 
nually walk into Romick’s retail out- 
lets; when they walk out, a high per- 
centage of them are equipped with 


than an- 


new footgear. Romick-sold shoes to- 
day are leaving tracks on trails from 
Ketchikan to Point Barrow. The 
Romick lines of shoes—Walk-over, 


Endicott-Johnson, Huskies and Acme 
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—are being introduced each day to 
hardy citizens of the new 49th state. 
A Romick-designed winter boot dis- 
tributed under the Low-Temp trade- 
mark has become an Alaskan _ best- 
seller. 

In launching his Alaskan mercan- 
tile career, Romick realized at the out- 
set that the Alaska market was unique, 
calling for careful selection of mer- 
chandise suited to Alaskan 
He realized that in Alaska the 


keystone of his organization must be 


condi- 


tions. 


planning. 

To this keystone he attributes the 
success his organization has had in 
serving the Alaskan public. 

“In Alaska, the successful merchant 
must plan carefully to fill footgear 
needs in an area where weather con- 
ditions vary from over 100 degrees 
lahrenheit to 70 below zero,” he said. 

He believes that a philosophy that 
calls for consideration of the custom- 
er’s needs and rendering of the great- 
est possible service to the customer 
eoes hand-in-hand with the planning 
needed to insure increased volume. 

“Dealers in Alaska must be much 
more cautious in selecting footweai 
than in any other part of the coun- 
“In Alaska’s 
selection of the 


right shoes and boots can be more 


, 


try,” he pointed out. 


climatic extremes, 
than a matter of customer satisfaction 
—it can actually be a matter of life 
and death.” 

Romick effort in hi- 
never-ending attempt to render bene- 
ficial When he opened his 


first men’s wear store in Anchorage. 


spares no 


service. 


he persistently questioned scores of 
customers as to their needs and de- 
sires so far as shoes and boots were 
concerned. 

“At every possible opportunity. 1 


M. D. PLOTNIK 


sought to determine the customer’s 
preferences and his needs. | had _ to 
know what type of shoe best met the 
Nome, 
Anchorage 


had 


to find out what was the most suitable 


encountered at 
Point 


other localities. | 


conditions 
Kotzebue, Barrow, 
and a dozen 
shoe for a carpenter on an outside 


construction job, an ironworker, 
laborer and others. The answers I got 
to these questions helped me_ plan 
effectively to fill the needs of my cus- 
tomers—and thus render them the 
ereatest possible service. A high per- 
centage of repeat sales has been one 
of the rewards of this policy.” 

The vital follow-through in Rom- 
ick’s program of determining custom- 
er needs and preferences calls for a 
survey of merchandise available from 
his suppliers to fill the special needs 
of the Alaskan market. 
instance, he felt 
sulated leather boots being 
Alaska left much to be desired. 


[CONTINUED ON PAGE 79] 


In one that in 


sold in 


57 








Wai 


Maple S St., Small Town, U.S.A. 


A home town—like your town. A place 
A T 0 W N W H F R F where people said “it couldn’t happen to us.” 
But it did. Like a whip, a great tornado lashed 
down Maple Street, splintering houses, leaving 
éé people hurt—homeless— panic-stricken. 
A desperate call went out for the Red Cross and 
quickly, automatically, the team went into action. 


Red Cross nurses slipped into uniform 


volunteers set up first aid stations . . . canteens 
fed the hungry. Later, Red Cross money 
gee and work helped rebuild the town. 


Last year was one of the worst disaster years of this 
century, and the year before, 1956, was almost as bad. 
Every month and in every state, the Red Cross strained to 
the limit as hurricanes, floods, tornadoes, forest fires swept 
across the country. 


Red Cross receives no government funds—depends entirely upon 
you for support. Give as much as you can. Your dollars may go to 
your own town when it needs them most. 


Join and Serve 
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Midnight Sale Fills Stores 


The crowds were still in a buying mood at three a. m. and merchants reported 


that their volume was 


TUDIO CITY is the name given 
to an exclusive upper-middle 
class residential district on the 
edge of sprawling San Fernando Val- 
ley in California. Its main thorough- 
fare is Ventura Boulevard, and along 
this fine 
are clustered. Under the leadérship 


street some establishments 
of the Studio City Chamber of Com- 
merce, all the store owners in the dis- 
trict agreed to open their stores at 
midnight on Saturday and to stay 
open with forces until 
3:00 


time and newspaper space to tell the 


full selling 
am. They agreed to buy TV 
public about it. 

The results of this three o'clock in 
the morning promotion were beyond 
all expectations. Usually deserted at 
that hour, Ventura 
full of foot traffic 


had to stay open from 30 minutes to 


Boulevard was 


and many stores 
a full hour after the three a.m. clos- 
ing time to handle their customers. 


The spirit of buying became _infec- 


equal to from three to five days of normal selling. 


Crowds attending the midnight sale were not curiosity 


seekers. Owner 


William Wesley fits a top-price pair of Florsheims to a young patron. 


tious among the crowd and every par- 
licipating merchant reported that his 


gross for the “Midnight Sale” equalled 


Strong promotional effort brought out as much foot traffic during the late 
hours as is normally seen on a busy afternoon. 
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from three to five days’ normal sell 
the 


ine. The crowds on street) were 


not novelty seekers. 


It was in no sense a vive-away 
evening or a “sell at any price” affair. 


loss lead 


ers and clearance items, but the hard 


Most stores offered certain 


core of sales were made in standard 
lines of good quality, at fair prices. 
Wesley's Shoe Store reported thre 
most active session in many months 
Wesley’s is definitely an upper-bracket 
I lorsheims 
states that 
a full thre 


and that his eash 


family shop, featuring 


William Wesley 


his store was crowded for 


Owner 


and one-half hours. 
ler Was Wrapping packages as fast as 
the fitted. Most 


of his activity came in the upper end 


customers could) be 
of the Florsheim price line. 
Behind this seemingly carefree and 
ceiddy Midnight Sale lies one of the 
most carefully executed promotion and 
publicity campaigns ever put on by a 
First the local 


papers were lined up; were promised 


small group. news- 
a firm budget for display advertising 
if their editorial columns would carry 
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Leading shoe chain executives say: 
“Saves time-saves work-saves money” 


ESQUIRE 
WINDOW 


Sm 





LU 





“Our store managers are well 
pleased with the results achieved 
by using ESQUIRE WINDOW SHINE. 
They report it saves them endless 


hours of tiresome work, preparing 
shoes for window display. 


WW SK 


MILLER * JONES CO., Columbus, O. ) 


For many years, the industry has searched 
fol ameM olacle lla mislol Mudie [lie apamelileM-.eli1h4] 
dress a window shoe. Thank you, Esquire 
for WINDOW SHINE. 
y ) 
Te eae 
( d “N 
A. S. BECK, New York 


These comments are typical of the 
praise that is pouring in from all sides for ESQUIRE 
WINDOW SHINE. Leading shoe chains and retailers tell 
us that no other product or method gives them all these 
advantages: 

@ Eliminates costly time-consuming hand-rubbing, thus 
saving hours of polishing time per pair. 


@Eliminates mark-down losses, because ESQUIRE 
WINDOW SHINE wipes off easily, leaving shoes as saleable es 


as a We fase and Gloss Finish are f 
as new Se ips! quit) w inden tune ohn onto 


@ Gives effective protection against light, heat, fading << $$$ 


and soiling. Can be used on all colors of leather and on 
plastic heels. THE AMAZING NEW AEROSOL SPRAY TREAT- 


@ Shoes treated with ESQUIRE WINDOW SHINE never MENT THAT GIVES DISPLAY SHOES A BEAUTI- 
lose their original lustre while on display. FUL “WINDOW-FINISH. 

GET THIS GREAT NEW ESQUIRE TIME-AND- 

KNOMARK MANUFACTURING CO., INC., Brooklyn 11, N. Y. WORK SAVER FROM YOUR SUPPLIER TODAY! 
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Fall Styles Edge 
Into Chicago Picture 

FALL selling is gradually edg- 
ing onto the Chicago retail shoe 
scene. Clearance sales are about 
concluded. Current selling is spark- 
ed by back-to-college promotions. 
Transition shoes have been ex- 
tremely active. 

Prolonged cool weather through 
most of July continued to retard 
sales of summer shoes. Weather 
even had an effect on clearance 
merchandise, since it wasn’t warm 
or summery enough to induce much 
buying of warm weather attire— 
even at bargain prices. 

Sales have not been as active as 
they normally are. Some clearance 
shoes have either remained on bar- 
gain tables or have gone only after 
tremendous reductions. At this 
writing, most retailers views on 
white shoes are critical to say the 
least. Casuals, however, did par- 
ticularly well despite the resistance 
to summer dress shoes. Retailers 
point out that casuals have become 
year-round sellers and are bought 
because they are needed, rather 
than for seasonal requirements. 

A bright spot is noted in the con- 
tinued sale of dark shoes. In some 
instances they have sold almost as 
well as summer types. Patents, 
dark calf and suedes all carried 
over for the entire summer. Trans- 
ition shoes did well immediately 
and have held up in selling ever 
since early July. 

Spring stocks, or what was left 
of them, were well cleared out with 
very little for clearance tables. 
This has meant a good return on 
spring inventories and given a 
number of independent family 
stores a much needed financial 
boost. There has been practically 
no carry over, except for a few 
staples, for fall. So advance orders 
are heavy on fall types. In fact, 
most stores and departments have 
had to fill in heavily on sizes in 
staples. 

This situation is mainly concern- 
ing the women’s side of the busi- 
ness. But it has also been true in 
men’s, although men’s business has 
been slightly better. Children’s de- 
partments have followed the normal 
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pattern. Sales have been concen- 
trated on canvas types, which are 
selling in about normal volume. 

It is too early to establish any 
definite trends. However, three 
style factors are sparking sales and 
are probably responsible for im- 
proved business. The soft construc- 
tion is only beginning to be ex- 
ploited in pumps and other dress 
types. The medium heel is coming 
into its own and reaching into new 
customer levels. 

The tapered toe is accepted even 
in the most conservative casuals 
and regular staples. Thus it has 
made the rounded toe in these 
styles obsolete and thus stimulates 
wardrobe replacements. Coupled 
with this is the extension of the 
needle toe styles more deeply into 
the dress shoe market. 


Summer Types Clog 

Philadelphia Outlets 
AT this time Philadelphia mer- 
chants are more eager to move sum- 
mer stock completely out of the 
picture, than anything else. Last 
year, these same merchants remem- 
ber continuing the last summer 
sales into the first week of Sep- 
tember. As the space becomes im- 
portant for fall merchandise, more 


effort is concentrated in attracting 
customers to sale merchandise. 

Late vacationers and travelers 
are warned of their final chance to 
take advantage of bargain prices. 
These sales are especially attrac- 
tive to parents. The play shoe va- 
riety in rubber soles, oxford ties, 
and leather sandals has upped in 
sales at this time for replacement 
of children’s shoes at camp, sea- 
shore, or play at home. 

The announced “leggier look” is 
supplying shoe merchants with in- 
creased ammunition for fall adver- 
tising of “Brilliance is at the Feet.” 
Most shoe buyers agree that just 
as soon as Clearance sales color 
the scene, customers 
given some glimpse of what’s ahead 
in fashion for the new season. Fall 
footwear fashion made a small ap- 
windows right after 
the Fourth. By the end of July 
many windows had with 
more numbers of the new fashions. 
There is already a feeling of as- 
surance that the shoes of the new 
season will not have to be pushed. 


should be 


pearance in 


sections 


Bonwit Teller’s, Blum’s, and 
Geuting’s among many other down- 
town fashion started off 
their fall window presentations 


| CONTINUED ON FOLLOWING PAGE | 
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° ‘ . hi tims ” 
Johansen dips the linen pump in 120 “‘paint pots”... 15.95 
to add lecal color to summer! A pump of lean elegance, treated to a brilliant splash of color as you meet 
your match on our color chart that covers 120 delicious tones, plus white. Sizes 4% to 9, high heel only. $15.95 (no 

charge for dyeing). Room of the Shoe, Street Floor. 








Colors have been much in demand this summer prompted by the cooler-than-aver- 
age weather that prevailed throughout much of the season. Johansen offers 120 
tones in sizes 42 to 9 priced at $15.95. Russeks, New York (4 cols). 
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with perennial sophistated black in 
silk, suede, calf, and a new silky 
weave. 

The styles were a classic pump 
with a square vamp, a re-introduc- 
tion of the D’Orsay pump, single 
step-in strap, and the T-strap. For 
early fall wear are dark print, 
stripe shoes, and other novel fab- 
These are worn to blend in 
with the new transition period of 
the dark cotton dresses. 


rics. 


Clearances Grind On 
At St. Louis 

THAT dreary time of retailing, 
the season’s-end clearance continues 
to mark the St. Louis scene. While 
retailers say they’re getting their 
stock “weeded out,” all report the 
going has been “very rough,” par- 
ticularly in the women’s casual field. 

While the cool, wet weather (it’s 
hit 90 less than a half-dozen times ) 
is blamed for the slow movement of 
casuals, one retailer says that women 
also seemed to have lost enthusiasm 
for California processed footwear. 
Pretty little heels are preferred to 
wedges in the current trend. 

Most fashion- minded retailers 
stocked a wide variety of colors this 
summer, and did well. Though melon, 
yellow, green and pink shoes are to 
be seen on clearance tables, sizes 
are very broken. “We didn’t take a 
beating on them,” says one buyer, 
“and they generated a lot of favor- 
able action.” 

But, while clearance 
on, major retail outlets are flooding 
their display cases and street win- 
dows with transitional and early fall 
merchandise. In the spotlight are 
appealing flats and date-night suede 
shoppers. 


sales drag 


pumps for college-bound 
Department store shoe men had an 
early August whirl coordinating 
their merchandise to apparel 
for the always-popular College or 
fashion shows. Buckled bi- 
cycle plush leathers, tie 
oxfords in soft, grained leathers and 
plaid flannel skimmers to match 
plaid skirts have had top reception. 

Stix, Baer & Fuller has given fall 
an early start with a dramatic 
color promotion entitled ‘Mississippi 
Browns.” Greeny browns to golden 
browns, “tones native to this land of 
Ol’ Man River legend,” are featured 


best 


Career 


shoes in 
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in accessories, handbags, hats, 
blouses, tortoise jewelry. These are 
tied in to a brandy suede demi-tie 
and a greeny brown calf pump, both 
by Mademoiselle, and a_ briarwood 
calf pump by Andrew Geller. 

A one-item promotion at Famous- 
Barr centers about the Levine all-in- 
one stocking shoe. Life magazine’s 
recent page editorial on this revolu- 
tionary fashion is reproduced in a 
departmental display. Also in the 
Famous-Barr spotlight is a series of 
Italian shoes made expressly for the 
store as a result of Marcus Rice’s 
recent European trip. These have 
generated numerous extra sales in 
late July and August, with decorated 
heels proving to be sales cinchers. 
Seen were bronze ceramic detailing 
on brown and black suede flats and 
leather lacings on calfskin pump 
heels. 

Now in abundant supply are all 
manner of calfskin, suede and 
brushed suede footwear. Pumps pre- 
dominate. In addition to black and 
brown calf, tartan green and dark- 
ened red tones are universally of- 
fered. Brushed leathers, in a wide 
variety of high colors, red, green, 
blue, brandy, appear in flats and mid- 
heel pumps. Tie and strap patterns 
dominate the latter group. But these 
shoes are mostly window dressing 
with the selling not expected to open 
up before late August. 


NEW CHIC! ... our gayest fall collection 


os skirts go shorter more focus on shoes . . . exciting, feminine, elegant 
fashions. D'Orsay pump in black suede, black, or benedictine calf 19.95; 
Sling pump in black, or brown suede 18.95... with matching bags 


Fall Promotions 
Underway in Boston 


MID-AUGUST found most Boston 
shoe stores and shoe departments 
actively promoting early fall styles. 
It also found retailers calmly confi- 
dent that fourth-quarter business 
will be better than it was last year. 
Their buying, they said, had been 
based on an expected increase of 
about five per cent. Some stores had 
set their sights even higher, basing 
their action on a better than aver- 
age increase in the demand for back 
to school and back to college foot- 
wear. 

Best selling color in women’s 
dress shoes, of course, was black. 
Black suede, black smooth calf and 
some black patent were in demand. 
Promotional colors included green 
and a newer blue, somewhat lighter 
than navy. 

In patterns there were slingbacks 
but outnumbered by 
kinds by 
pumps, some with open toes; others 
with closed toes. 

Included in the fall stocks of the 
conservative stores, further- 
more, were toe shapes and _ heels 
more nearly resembling those sold 
for the last year by high style retail 
shops. The tapered toe, it was 
pointed out, has at last become a 
middle of the road style, as has the 
near-needle heel. 


these were 


straps of several and 


more 


Another interesting development 
seems to be the result of a change in 


De ee ra et 


Towdtoce 


uve your charge account, 











This ad achieves maximum impact from space without actually filling space. Eye 
appeal is very high. Trade name is skillfully integrated as functional part of 
layout. Dressy bows go with shorter skirts. Whichita (4 cols). 
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women’s shopping habits. One of 
the city’s leading retailers, noting 
an increase in his multiple pair 
sales, theorizes that his customers, 
at least, do not come into the city’s 
shopping district as often as they 
used to. When they do, they buy 
more than one pair at a time. The 
record to date, he said recently, was 
established by a regular customer 
who bought five pairs at a cost of 
nearly $100. 

Back to school and college promo- 
tions found the younger set buying 
flatties of the type and in the color 
range which have been popular since 
last spring. Also there was early 
buying of white sueded leather shoes 
—pure white as well as the so-called 
dirty white. 


San Francisco Sellers 
See High Fall Volume 
THERE is a general feeling of 
confidence among retailers in San 
Francisco that the fall and winter 
business is going to be very good. 
There has been a let-down in some 
of the surrounding areas due to un- 
employment, but the situation is 
improving with many indications 
that the upward turn has started. 

Home building and 
sales are improving, and sales of 
automobiles and hard goods 
picking up. This is reflected 
in an increased buying of cloth- 
ing which is expected to continue 
throughout the balance of the year. 

Some retailers started showing 
fall models during the latter part 


real estate 
are 


also 


NEW RANLEIGH PUMPS 
16.90 


1¢ ova:'oble today 0 complete range 
$208 at 076279 .2nrg3! Ronlengh shows, 
(09 ov bright young third floor 


high and mid-hee! nll mpertem beck bieck coll, black patent, beck wih bled mode 
oe yar oe ae = 


A new pump for transitional wear 
fall is introduced. Pointed toe, high and 
mid-heel available. Los Angeles (5 cols). 
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of the month, along with some “new 
idea” shoes. Among the new num- 
bers are shiny brown patents at 
Frank More’s, where they brought 
out the point that these gleaming 
brown numbers go strikingly well 
with black costumes. These are be- 
ing shown with both high and mid- 
heels, and decorated with flat bows 
and also perforated antelope strip 
across the toe. Prices 
$34.95 and $36.95. 
Recently most shoe departments 
offered price reductions of from 
25 to 50 per cent on all summer 
types from children’s models to the 
higher priced 
Included were of course the strictly 
summer numbers that merchants 
wanted to clear off the shelves, but 


are set at 


ladies dress shoes. 


also the staples from crepe-soled 
spectators to open and closed mod- 
els in all materials, sizes and hee] 
variations. 

Sales totals shot upward the first 
week, then tapered off again until 
additional direct mail and 
paper advertising gave a shot in the 
sules-arm to bring very satisfactory 
results in most departments. There 
will be some carry over but most 
fall 


news- 


stock shelves are cleared for 


merchandise. 


Fall Volume Cheers 
Denver Retailers 

SHOE retailers of the 
area were optimistic as fall 
started selling in volume, reaching 
full swing in mid-August with 
heavier advertising increased 
promotions. They have entered the 
fall season with stabilized inventor- 
ies, many lower than that of a year 


Denver 
wear 


and 


ago, and with a record of successful 
July clearance sales. Some clearances 
tallied even with sales volume of a 
year ago; others reported sales gains 
of as high as 15 per cent. 
Back-to-school promotions started 
around August 1. with 
fashion editorials and increased ad- 
vertising Oxfords of light 
weight types, one-strap “paper-thin” 
flats of brushed leathers, soft pig- 
skin and grained ties, soft tapered 
square toe flats, “hook ’n eye” 
oxfords and versions of the city boots 
are best-sellers among the teen-age 
and campus crowds. Loafers are sell- 


week-end 


space. 


saddle 


ing in much less volume than in pre- 


vious years and these are confined to 
the penny style. Mothers were buy- 
ing slipons and tie oxfords for boys, 
saddle oxfords and strap slippers for 
girls. Red is expected to be an im- 
portant back-to-school color. 

With the heaviest tourist season in 
years reported by the Colorado Visi- 
Bureau, shoe retailers were 
finding profits in moccasins, hiking 
and mountain-climbing and 
casual wear. Thong-type casuals were 


tors’ 
boots, 


sold out in many stores in the metro 
politan area; tourist business played 
a big for 
warm through the mountain states. 


role, weather has been 


In high quality women’s dress 
salons, alligators and other reptiles 
were off to an early and successful 
start. One buyer that he had 


his $50 to $65 brown 


said 


sold most of 


wligator received on his 


initial order, and in most cases, co 


pumps 


ordinated bags were sold along with 
In other leathers, women 
buying the the 
open-shank closed toe and heel pumps 


the shoes. 
are for most part 
with stiletto heels. There has been a 
wide acceptance, a Survey showed, of 
the thin heel in 19 and 
20/8 heights, promoted as the best 
heels for the 
Black is predominant in the polished 


new lower 


new short dresses. 
and brush leathers. 

Men’s dress and 
ness has been even to a little ahead 


work shoe busi 
of the same period a year ago. Fall 
merchandise began moving in volume 
in late July, with most men buying 
the lightweight Italian 
built by Compo process, smooth calf- 
skin four-eyelet and five-eyelet ties 


type shoes 


with plain and moc toes, crushed 


leather two and four-eyelets, and 
soft mocs. While black is still No. 1 


in color, brown is showing a decided 


gain, especially in the new golden 


tones by several manufacturers. 

In work shoes, hunter’s boots with 
red traction 
bluchers in 


storm-type welts and 


type soles, eight-inch 
light weight but with steel arch and 
Vul-Cork work 


and 


soles, six-inch basic 


have been 


harvest 


work ox fords 


through 


shoes 
selling well ihe 
season. One retailer reported that his 
best-selling $8.95 
horsehide shoe with cork sole. Most 
work shoes are selling, however, in 
the $11.95 to $14.95 price range. 
|CONTINUED ON PAGE 801 
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GLISTENING 
GUARD HAIR 


TRIM by... 


New elegance for sport and shopping wear . . . anywhere. 


Behold that glistening fine-fur look! It’s Borg’s fashion-famed 


trim featuring luxurious GUARD HAIR fabric. Made of 
Eastman 100% Verel fiber, Borg superb guard hair trim 
and soft, snug Nylon lining are destined to bring popularity 


leadership to today’s latest boot creations. 








LITE N'EZY 
SNO-BOOT by 
HIAWATHA 


= 


fabrics of the. future 
Op Yous today 


BORG FABRIC DIVISION 


The George W. Borg Corporation * Delavan, Wisconsin 
in Canada... Borg Fabrics Limited * Elmira, Ontario 








What’s in a Shoe 
and How to Sell It 
[CONTINUED FROM PAGE 55] 


example, a nylon upper thread may 
run as much as 10,000 yards per 
pound, while a heavy cotton thread 
for bottom work runs 700-800 yards 
per pound. The poundage of thread 
used in shoes is represented about 
2s follows: cotton, 5,000,000; linen, 
2,000,000; nylon, 2,000,000; and sev- 
eral hundred thousand pounds con- 
sisting of silk, rayon, Dacron and 
Orlon. 

Yach of these different thread 
materials has its own special prop- 
erties and special uses in the shoe. 
Up until shortly after World War II. 
only the natural fibers (cotton, linen, 
silk) were used as shoe thread. Then 
came the man-made or _ synthetic 
fibers (Nylon, Dacron, Orlon), 
which have found increasing appli- 
cation in footwear. 

Cotton is age-old as a shoe thread. 
It’s used both as a bottom sewing 
and upper sewing material. It has 
good strength and workability, fair 
resistance to abrasion and weather 
elements. Linen has similar prop- 
erties, and traditionally has been a 
favored fiber in shoemaking. It has 
been used largely for bottom sewing. 
Silk has been used chiefly as a “style” 
or decorative feature in uppers of 
shoes, is used considerably on bet- 
ter grade women’s shoes, 

The synthetic threads (Nylon, 
Orlon, Dacron) came into the shoe 
picture in about the 1948-49 period. 
Since then, Nylon in particular has 
made great inroads, and is today one 
of our principal shoe threads. Among 
its assets are its great strength and 
resistance to wear or abrasion, its 
resistance to moisture, mildew and 
perspiration. It is used for both 
bottom and upper stitching, has 
made a good contribution to strong- 
er, tighter seams. 

Dacron has found special uses in 
shoes. For example, because of its 
great resistance to fungi, oils, acids 
and chemicals, it’s used frequently 
in work-type shoes. Orlon has simi- 
lar characteristics, and is also used 
in certain types of shoes. 

Each sewn part of the shoe re- 
quires a different kind of thread if 
the shoe is to deliver its top per- 
formance value. These differences 
may be in the type of thread mate- 
rial, or in the size of the thread. It’s 

[CONTINUED ON PAGE 67 | 
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New York State 


EXPECTATIONS of a fall pickup in sales increased the 
rate of August orders placed with upstate New York shoe 
factories. Manufacturers were emphasizing merchandising, 
but continued to attack the recession on all fronts. Some 
companies appear to have made considerable progress to- 
ward more efficient production. 

Recently stress has been on better styling and more in- 
tensive selling. These efforts have been most successful in 
women’s lines. Men’s dress and work shoes continue to 
register disappointing results. 

Inventories offer the biggest challenge to the average 
manufacturer. Most factories have been forced to admit 
at least partial defeat in their attempt to reduce their over- 
large stocks and induce the retailer to add to his. 

Stores often refuse to let their moderate optimism re- 
garding the coming months cause them to liberalize hard- 
headed buying policies geared to the recent or current pace 
of sales. Substantially higher in-stock orders made neces- 
sary by such cautious buying are a bright spot in the manu- 
facturer’s sales picture. 

Stores are poised for an active back-to-school period 
which they expect will run close to recent years. 

Trade observers have noted several divergent trends 
which make it difficult to draw too broad conclusions. They 
point out that the small neighborhood store or the small- 
town operator is confronted with a style problem much dif- 
ferent from the bigger downtown stores. 


Chicago 


THE outlook for fall business in the Chicago area con- 
tinues to be good. This opinion is reflected in manufactur- 
ing and wholesale centers, and also by salesmen who are 
winding up their road trips. An unusual, and somewhat 
paradoxical, retail factor is partially responsible. 

Summer business has not been good, due to unusually 
cool weather all through July. However, there has been 
a continued demand for dark shoes, including patents, 
suedes, and calf. This has meant that there has been no 
carryover of spring stock. Therefore orders were con- 
siderably stepped up for fall. 

The over-all picture is better than a year ago, when 
sales began to drop. Despite the affect of cool weather 
on summer merchandise, there has been general improve- 
ment in the retail picture. Throughout the decline, lower 
priced shoes did particularly well. Although there has 
been some switching by the public to lower price brackets, 
volume of shoes sold remains about the same. There has 
been an actual pickup of sales in chains and budget 
departments to the highly competitive market. 

This competitive situation is also making itself felt in 
the manufacturing field. Retailers are making more de- 
mands on manufacturers, who in turn are making every 
effort to please. There has been some shopping around 
by retailers at the various regional shows. This is more 
evident when it comes to staples than in style merchandise. 
It has been noted in children’s shoes, for instance, that 
some retailers are looking for good dependable staples 
for re-orders rather than “extra pair” shoes. 

At the same time the women’s business gets its spark 
from style. Three factors potent at retail sources are being 
reflected in re-orders at the manufacturing end. The soft, 
flexible construction has increased in acceptance and de- 
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mand in casual shoes and is now accounting for new 
converts in the dress field. The mid-heel style shoes con 
tinue to gain in sales. There is strong feeling that the 
potential hasn’t even been touched. The tapered toe has 
taken hold in staples and the most conservative fields, 
with the needle toe edging into new sales possibilities. 


New England 


THERE is no lull in New England’s production of 
women’s and children’s shoes. Although frequently one 
occurs early in August while retailers are trying out the 
newer styles and colors and deciding which are safe to 
re-order. 

Two factors are responsible for the failure of this lull 
to materialize. One is the late placing of initial orders 
by stores in smaller cities and towns. The other is a 
minor flood of earlier-than-usual re-orders from big stores 
which took early delivery and knew by August 1 what 
they needed for the rest of the season. 

Consequently, makers of women’s dress shoes and those 
making low-heeled casuals and flatties have good-sized 
backlogs on their books. In fact, some are reported to 
be more concerned with meeting delivery dates than with 
getting new business, at least for the time being. 

There is more activity, also, in the men’s segment of 
the industry. Orders for staples such as sturdier oxfords 
and slip-on types have given factories a needed lift. Early 
Fall shipments have been completed for the most part and 
new business is expected to make its appearance before 
Labor Day or soon thereafter. The same activity is re- 
ported by work shoe manufacturers. 

Tanners report active sampling of new colors and, in 
calf leather, a trend toward slightly higher prices. 


Los Angeles 


THE first ripples of back-to-school buying are making 
themselves felt in Los Angeles. This is a welcome feelin 
after the quiet pace of the pre-fall weeks. 

Manufacturers are busying themselves with the August 
deliveries of winter selections. Employees are settled in 
for the winter’s production schedule and a_ feeling of 
increased security seems to be penetrating the industry 

The usual demand for dress shoes at this time of year 
is showing itself and the emphasis is all on lighter, more 
flexible and easy feeling shoes. People still remember the 
comfort of summer casualness. There will probably be 
more sales in the basic colors rather than novelties a- 
there seems to be a tendency toward more conservative 
buying, which will probably continue for a while yet 
It is hoped that by the time the Christmas season comes 
around things will have loosened up and a certain amount 
of “buying for pleasure” will begin. 

Some of the manufacturers issued their cruise samples 
to salesmen two to three weeks ahead of schedule in an 
attempt to step up the orders and thus keep factories 
open and hold their employees. Other manufacturers are 
finding that business is neither up nor down and are 
holding their own quite satisfactorily with conventional 
release dates. 

Stan Smythe of Stone-Tarlow Company reports that for 
general purchasing, his dealers look only for the lighte1 
weight more flexible shoes. It seems that both men and 
women are demanding the pleasure of this type of footweas 
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Every time this happens... it 
Can cost you money (3 ways) 


Just imagine what this little scene does to a customer's 
confidence! Multiply that by the number of times it hap- 
pens each day and you can add up a sizeable losst How 
many umes does this lead to charging the wrong price? 
And how many minutes are wasted each sales day in this 
guessing game? So— you lose (1) confidence. (2) in 
wrong sales prices, and (3) in time 

Build confidence (and avoid losses) with neat legible 
Monarch Price-Marking. 
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Labels are 
pressure- 
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First Steps to Fashion 
[CONTINUED FROM PAGE 53] 


A very indelible impression, for example, is made on a 
small child given a fairytale shoe of stardust kid—gold 
or silver, pink or blue, reports this style-setting retailer. 
“Shoes of this type. bought for sheer beauty, establish 
customer acceptance not only for a store or a brand name, 
but for fashion. Child and mother alike never forget where 
they find unusually pretty shoes and this can build cus- 
tomers not only for the years through youth, but for life, 
if women’s shoes are offered under the same roof.” 

Fashion, too, can serve as THE difference between one 
shoe operation and another. In Mr. Gardner's case, he 
points out, mothers will bring their children downtown to 
shop rather than content themselves with the more staple 
offerings of the normal suburban operation. “They just 
want their children to look pretty. And with the dainty 
dresses little girls are wearing today, daintier shoes are 
preferred. Where we are concerned, the day of the plain 
Mary Jane is past.” 

And so, it is obvious. there are extra sales in prospect 
for any children’s retailer who extends his infants’ opera- 
tion into the realm of style. With 4.254.000 babies born 
in 1957. there are 4.254.000 babies ready to make their 
first step into fashion ... not to mention the four million 
born in 1956 and another 4 million in 1955. A lot of 
new customers ... with more coming on as the birth rate 
continues high. 

In building up an infants’ style business, retailers should 
not be restrained . .. they should stock far beyond safe- 
sellers. As Mr. McCarthy emphasized, “If ever a woman's 
sales resistance is low it is when she is shopping for her 
darling.” As the child grows older, the novelty may wear 
off... a more practical viewpoint may be taken. But, for 
the little one 

“High colors and unsual materials 
stresses eye-appeal will have sales appeal,” believes Mr. 
Smith. “A two year-old turned loose in a shoe department 
will invariably bird-dog for a shiny colored shoe .. . red 
patent and gold kid really cause a child’s eyes to light up.” 

Red patent, it is agreed by juvenile shoe experts, is a 
“must” for a style stock. And while black velvets and pat- 
ents are basic, these will accomplish more if trimmed with 
rhinestones or pearls to provide the glitter every small child 
loves. For holiday selling—an excellent time to launch an 
infants’ fashion program—red velvet and stardust kidskins 
make attractive items. And there is always room for some 


anything that 


pastels and whites the year round .. . to accessorize the 
dainty party dresses. Matching handbags add excitement 
and will sell well. Daughters and mothers alike find the 
grown-up coordination theme irresistible. 

Where the littlest men are concerned, any pattern that is 
good in youth’s and men’s wear will satisfy, report Mr. 
Quigley and Mr. McCarthy. And just as black has become 
important in men’s footwear, so is it now becoming impor- 
tant in infants. Stitch-and-turn, wing tips, four eyelet ties, 
even gored slip-ons will sell. 

Generally speaking, most of the remarks made have per- 
tuined to an infants’ size run in the neighborhood of 414 
to 8 But. the extent of the style revolution is even greater 

at the actual toddler level. While high-top flexible 
trainers are still preferred for every-day wear, Mr. Ruebel 
points out that many pediatricians feel a low shoe for oc- 
casional dress wear for the very, very young is perfectly all 
right. 

Some pediatricians do not even feel high tops are neces- 
sary for learning to walk ... maintaining that the child will 
walk when the ankle is strong enough to support him. 

[CONTINUED ON PAGE 68] 
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What’s in a Shoe 
and How to Sell It 
[CONTINUED FROM PAGE 64] 


probably not realized by even ex- 
perienced retail shoemen that proper 
thread selection is so vital to the 
shoe. 

For example, the thread in some 
parts of the shoe receives more di- 
rect abrasion or wear than in other 
parts. The exposed thread on the 
bottom of the sole in a Goodyear 
welt shoe, for instance. Linen and 
nylon, with their high abrasion re- 
sistance, are used for this work. 
Incidentally, you may wonder what 
happens when this exposed sole 
thread “breaks” under abrasion. 
Actually it becomes a stronger bond 
than ever. That’s because the broken 
end of the thread now fans out and 
flattens over the thread hole, much 
like a flat tack head, so that it can’t 
be pulled through the hole. 

During the life of a shoe there 
will be one to several million flexes 
of the shoe. Each one of these flexes 
creates a tension or “pull” on the 
Inseaming, Lockstitch and Shuttle 
threads—all used on the bottom 
parts of the shoe. A thread must 
have a degree of elasticity, as well 
as strength, to fulfill this function. 

On children’s shoes, the back and 
toe seams, as well as the sewing of 
the tongue, are subjected to abuses 
that result in broken or ripped seams 
if the proper thread isn’t used. 
Thread for these uses must have 
exceptional strength. 

Military shoes, particularly in 
storage in tropical or warm climates, 
are subjected to mildew which can 
rot some threads. So special mildew- 
resistant threads must be used. The 
synthetic materials have definite ad- 
vantages in this respect. 

When nylon mesh is used, such as 
in a plug, then the thread must have 
an elongation or “stretch” value to 
match that of the mesh. So nylon 
thread is used in such instances. 

Moisture, perspiration, torsion 
and strain, fungi, heat, abrasion, 
acids and chemicals—all have their 
effects on thread in the shoe. No 
one thread gives a maximum per- 
formance against all of these condi- 
tions. So different threads are used 
to achieve specific results according 
to the functional requirements of 
each part of the shoe. 

Some threads’ are _ specially 
“treated” to achieve desired results 
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better. For instance, cotton or linen 
thread may be given a copper chemi- 
cal bath to make them more resis- 
tant to mildew or rotting. A sili- 
cone bath will make the thread more 
resistant to moisture. Some bottom- 
ing threads are wax-coated as a 
lubricant for easier sewing through 
soles or welting or innersoles. 

Incidentally, when we speak of a 
heavy or light thread—that is, 
thread weight—we usually mean the 
number of strands or cords that are 
combined to make the thickness of 
thread. For example, five separate 
strands or cords of fiber twisted into 
a single thread will be half the 
weight and thickness of ten cords 
combined into a thread of the same 
material. And the strength of the 
thread is generally related to the 
size. The greater the size or weight, 
the stronger the thread of the same 
material. But strength varies by 
type of material, too. For example, 
a nylon thread is stronger than cot- 
ton, even though the nylon is smaller 
in size and weight. 


Thread Performance 


Applying the thread to the shoe in 
the shoe factory is a highly skilled 
and complex matter. The sewing 
machine has to be adjusted to the 
characteristics of each kind of 
thread to get the desired tension. 
It’s by no means a simple matter 
such as on a home sewing machine. 

Then there’s the matter of ac- 
curacy. A crooked stitch line wi!! 
reduce the quality appearance of the 
shoe. This is where the skilled hand 
of the fancy stitcher or other stitch- 
ers comes in. Also, there are me- 
chanical sewing guides attached to 
machines to assure accuracy and 
give a “clean” look to the stitching. 

The sewing of done at 
tremendous speeds. On sole stitch- 
ing the speed averages about 800 
stitches per minute. On upper stitch- 
ing it runs up to 4000 stitches per 
minute. Machines are capable of 
much higher speeds, but the prob- 
lem is to keep the speed within the 
human limitations of the operators. 

Again, different kinds of stitching 
are used, each for some special func- 
tion or purpose. For instance, a 
chain stitch may be used on inseam 
work, or thread lasting of stitch- 
down process shoes, or attaching of 
McKay process soles. The lockstitch 
is used mostly in attaching of soles 
and uppers. Fancy stitching is used 


shoes is 


largely for decorative work on shoe 
uppers, is a slower process because 
of the intricate work involved. 
Stitching isn’t always done in single 
rows. Multiple stitching is used fre- 
quently in shoes. As many as 
rows of stitches can be done at one 
time with special needles. Multiple 
stitching is used either to increase 
seam strength, or for 
effects on uppers. 

The number of stitches per inch 
is an important factor in shoemak- 
ing. This varies in with 
which part of the shoe is being sewn 
For example, in the application of 
514 to 6 stitches 
inch are used. It will vary somewhat 
in stitching leather soles, depending 
upon the style of shoe, thickness of 
sole, ete. On very fine sole work, 
stitches may run as high as 15 per 
inch (in men’s shoes it 
about 10 stitches per inch.) 
sewing averages 31% to 4 stiches per 
inch. Generally, the longer the stitch 
(or the fewer the stitches per inch) 
the heavier the thread that’s 
and vice versa, 

The strength of the sewn part is, 
obviously, related to the number of 
stitches per inch. This number of 
stitches must be enough to perform 
the function of the 
part. Too few stitches can bring on 
a broken seam, or a separation of 
and upper, resulting in 
sumer complaints. Hence, each sewn 
part of the minimum 
rumber of required stitches, depend- 
ing upon the kind of shoe. Below 
that the 
and performance of the shoe. 
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decorative 
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shoe has a 


number endangers value 


Merchandising The Shoe’s 
Thread 


‘ 


The expression, “coming apart at 


the seams,” is commonly used to in- 


dicate a loss of integration and 
form. As we’ve seen, thread is the 
vital element which holds the 
together—at the seams as well as in 
many other places. When the 
sumer asks, “How will this 


wear?” the question involves 


shoe 


con 
shoe 
‘ more 
than just, for instance, abrasion re- 
the “Wear” 
involves a matter of general shoe- 
retention, of bond of the 
seams and other sewn parts of the 
shoe. A that well is 
basically one that 
all its joined or sewn parts. 

Thread, 


sistance of sole. also 


shape 


shoe “wears” 


stays intact at 


therefore, can be trans- 
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shoe tree package 


SPECIAL 


INTRODUCTORY 


OFFER! : 


A complete in-store 


Miller 


PACK FLAT 
TREES 


(retail value $93.95) 


set up for sales and 


a hard hitting 
five point 
merchandising 
program... 
ALL FOR 
ONE LOW 
COST 


$49.95 


store name) one of 
the most successful 
sales aids in the 
history of shoe 
tree selling 


O. A. MILLER CO. 


oe oe ee ee ee ee 


Co 
@ 


“Tips on Proper Shoe 
Care” 
away folders (1000 im- vO; & 

printed with your ” IV ull 


backed up with 


The leading 

profit-builder 

... strong treeing 

action quickly and 

correctly reshapes the 

shoe . . . restores the natural 

fit and smart styling. Demonstrate 
the Pack Flat during every fitting — 
they practically sell themselves. 
Lustrous natural wood finish with polished, 
nickel-plated hardware. 


The purpose behind this special offer is to get you to 
run a trial — to take on Miller shoe trees and prove to 
yourself that extra, in-store profits build up fast when 
you STOCK — SHOW — and SELL Miller trees. 


We ship direct to you 36 pairs of Pack Flat Trees... 
the nation’s top “Seller.” These trees are made up in a 
complete range of the fastest moving men’s sizes. Then, 
to help you sell, we include in our special offer five 
proven in-store merchandising aids . . . aids that help 
you build profits fast. 


Counter or 

Window 
Display: Easy to 
set up Philip- 
pine mahogany 
unit that packs 
a fot of sell. 
Blends with any 
store or window 
decor. 


Private Branding: 
Your store name or 
trademark “private 
branded” on every 


tree (up to 12 letters). 





HERE'S WHAT 


Guarantee Tags: Every 
pair of trees attractively 
tagged with Miller's 
guarantee of 
quality workman- 
ship. A proven 
sales builder. 


In-store give- 


Promotional Mats: Hard hitting 
small space spots for inclusion in 
your newspaper advertising. Helps 
identify store as fitter of fine 
shoes. 


Gentlemen: Please ship immediately your Special In- 
troductory Shoe Tree Offer complete with five in-store 
merchandising aids . . . all for the one low cost of 
$49.95 net. 


Name 
Store Name . 
Street .... 
Zone. . 
Please imprint trees as indicated 


PLYMOUTH, N. H. 


First Steps to Fashion 
[CONTINUED FROM PAGE 66] 


Therefore, one finds style shoes that are doll-like in size 
also important in the picture. Bubble oxfords of nylon 
velvet or plaid saddled with corrugated rubber soles . . . 
cunning nautical collared pumps . . . festive red patent 
T-straps . . . how appealing can miniature fashions be? It 
would seem there is no limit as long as baby’s shoes are flex- 
ible and well fitted. 

Commenting further, Mr. Ruebel says: “Possibly the best 
way of getting mothers into a store is to offer a complete 
infants’ shoe service that they cannot find elsewhere. Rela- 
tively few stores are doing a truly outstanding job BOTH 
from the standpoint of stocking complete selections and pat- 
terns AND doing the kind of fitting job that builds the con- 
fidence of mothers in the trading area. Therefore, the store 
that concentrates on a complete infants’ shoe service is not 
only certain to get the bulk of the footwear sales in the 
area but will so completely gain the mother’s confidence 
that it will get her business for any other goods and ser- 
vices they have to offer.” 

It is suggested that, to launch an infants’ operation along 
the fashionable lines discussed here, a retailer clear out a 
window with good traffic and build a tremendous and at- 
tractive display confined solely to infants’ styles. To assure 
impact, go all out for footwear boasting high-colors and 
unusual materials. While a stock featuring a dozen or more 
colors and materials may not be practical for every re- 
tailer year-in and year-out, it will be a worthwhile invest- 
ment for establishing a fashion reputation in the infants 
field. 

And this window promotion will work, as Bernard Gard- 
ner found out. Several years ago he built a special window 
around approximately 100 pairs of shoes . . . these made 
especially for the promotion by one well-known juvenile 
designer. There were no more than five pairs to a style 

.. and these varied patterns were made in mixed sizes and 
colors. Not only did San Antonio shoppers stop and stare 
in delight . . . they bought out the “window shoes” to the 
pair. And ever since they have looked to Frost Bros. for 
fashion infants’ shoes. Similar results have been accom- 
plished by other retailers . . . it’s a wide open field for 
many, many more. 


100 Labels a Minute 


The label dispenser above, electrically powered and oper- 

ated by foot pedal, provides 100 Jus-tik-on labels per 

minute moistened for application on shoe shock lining 

or elsewhere. The labels will last as long as any other 

means of identification in shoes. Manufacturer is Meyer 
Label Company, New York. 
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Work Shoes 


Work Socks Help Sell Work Shoes 
DOTHAN, ALA.—Knowing not only what type of shoes 


the working man likes to wear, but also complete details 
on his sock preferences will help to sell a much better 
volume of work shoes, according to Leo Bender, owner 
of Bender’s Shoes, here. 

Bender, who operates a complete family shoe store in 
this southeastern Alabama community, devotes an entire 
window on the average of once a month to work shoes, 
and always displays his six fastest-moving work shoe 
styles somewhere in his dress shoe windows. An important 
point, he feels, is that every passerby should know that 
the store makes a real specialty of work shoes, in all 
price brackets from $4.98 up to as high as $15.00. 

Heavily featured by the store is its complete inventory 
of work socks, which have been built up “to suit the 
individual tastes of customers,” as Mr. Bender explained it. 
Included are extreme heavy-duty wool socks with rein- 
forced heels and toes, much in demand among farm 
workers, heavy cotton socks for working men who find 
that the touch of wool is bad for athlete’s foot and fungus 
infections, and various types of ribbed and plain socks 
for industrial workers. In all cases, these socks are 
bought to suit the needs of a particular kind of worker, 
and the fact that the customer does not have to go to 
two different stores for socks and work shoes has brought 
much appreciation. 

Years of experience have taught the Alabama footwear 
retailer that it doesn’t pay to “sell the lowest-possible 
price” where work shoes are concerned. He carries low- 
priced models in both oxford and high-top work shoes, 
but uses them primarily to attract traffic, and then “sells 
up” quality. All salespeople in the Bender store have 
been trained to give exhaustive care and attention to 
the first work shoe sale, even more than goes into the 





usual dress shoe sale, because “when a work shoe cus- 
tomer is once satisfied, the chances are that he will keep 
coming back thereafter.” If the customer is set on hold- 
ing his work shoe cost to the absolute minimum, he is 
sold the low price variety without question. If, how- 
ever, there is any indication that he would be interested 
in better quality, durability and comfort, he goes through 
a simple up-grading process. This consists of asking him 
to walk around the store with the low price work shoes 
on first, and then with a much more pliable, better-fitting, 
and usually lighter-weight pair from the quality work 
shoe lines. Usually a single such experience is enough 
to make the customer decide to invest in long-term satis- 
faction instead of in immediate savings. 

Mr. Bender is proud of the fact that he has on file 
complete work shoe specifications as voiced by every em- 
ployee in several large Dothan industrial plants and service 
organizations. In one instance, he used direct mail and 
personal solicitation to sell every employee of a large 
bottling plant on his best line of work shoes and he uses 
the fact frequently as a testimonial in selling work shoes 
to other employees. “The work shoe buyer must get 
complete satisfaction from his shoes or he won’t be back 
again,” is his credo. 


In the early 1800s it was a fashionable “do it yourself” 
hobby for women to make their own shoes, in simple styles 


from elegant materials. The shoes resembled the modern 
ballerina more than anything else. and the fabrics were 
usually pliable kid, morocco or elegant silk. This fad 
was so popular that it spread to America, where “Yankee” 
girls made their own footwear also 
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Just one of the many reasons why Moxees 
are America’s favorite sports and casuals. 
See ‘em all — today, write for latest catalog. 
Manufactured by Belgrade Shoe Co., Auburn, Maine 


In Canada by Fortune Footwear Ltd., Hamilton, Ontario 





Midnight Sale Fills Stores 
[CONTINUED FROM PAGE 59] 


regular stories about the sale. No 
merchant was to be mentioned in 
particular; just regular plugs for 
the whole community effort were 
requested. 

This co-operation secured, the 
next step came in TV time. There 
is a late-night program on a local 
called the “Tom Duggan 
Show”; an odd-ball sort of panel 
session which uses a lot of talk. 
A full two hours of this pro- 
gram were purchased for the eve- 
ning of the sale and the cost was 
spread out among individual retail- 
ers on a spot-announcement basis. 
The program has a huge listening 
audience covering all of Greater 
Los Angeles, so although the time 
was expensive the pull was strong. 
Many of the buyers in the stores 
from other of the 
city, a far from normal occurrence 
in this shopping area. 


station 


came sections 


Free publicity was sought as 
eagerly as the paid-for kind. Most 
of the participating merchants have 
teen-age children of their own who 


attend the local Junior High and 
High Schools, and these kids were 
drawn into the plan. They served as 
word-of-mouth publicists for the 
Midnight Sale and told school 
chums about it. They, in turn, 
coaxed parents into attending who 
would otherwise have stayed home. 

Final step was to bring all media 
together into a climax on the eve- 
ning preceding the sale, hit the 
public with the TV show, then have 
the ever-present Hollywood search- 
lights out scanning the skies as Sat- 
urday midnight approached. Many 
of the merchants added their own 
gimmicks. Hot coffee and doughnuts 
were served, shoe stores had give- 
aways for the kiddies, occasional 
drawings were held during the eve- 
ning for a good-quality pair of 
shoes. Each store used its own vari- 
ation but the net result was to get 
the crowds that filled the street into 
a “buy” mood and the cash regis- 
ters jingled merrily. 

Results of the sale are still being 
felt. Many residents of the 
customarily go to downtown 
Angeles to make their purchases; 
many of them work there. They had 


area 


Los 


FOR WOMEN WHO WORK IN UNIFORM! 
MODERN AGE 


DUAL CUSHION an exclusive 
feature for extra walking comfort. 


7620: WHITE — Elk Tannage 


540° 40 .... 
4 to 10 
290° 9 nec. 


TERMS: 5% — 30 Days F.O.B. Reading, Pa. 


been somewhat unaware of the 
quality and convenience available 
close to home. The Midnight Sale 
served to bring a whole new group 
of buyers into the local stores and 
open their eyes to what was being 
offered. 


Variety Keynotes 
First Fall Formals 

[CONTINUED FROM PAGE 49] 
some of these shoes. An attractive 
style combines brocade with this 
plastic. 

In spite of all this color, black will 
still be your first choice for dinner 
shoes. And it is being used in a 
variety of beautiful surfaces and 
weaves offering the opportunity for 
attractive promotions. 

Silhouettes are of many kinds, too. 
Besides the classic closed pumps, 
both trimmed and untrimmed, there 
are slim and sandalized pumps; 
Straps, classic T, ankle and instep 
types, as well as asymmetric treat- 
ments; ties and even boots. They 
are all on tapered toe lasts but heels 
vary from very high 24/8 to the 
newer dress heels, 18/8 or 19/8 high, 
sometimes called ‘‘dinner’’ heels. 


Nurses, waitresses, beauticians . . 


—_ 
. they're all particular 


about the shoes they buy and they are repeat customers. 


MODERN AGE WHITES will give them the comfort, 
appearance and service they want. Made with natural 


oak leather soles. Heel base, rubber heel and edge of sole 


—all in white. 


IMMEDIATE DELIVERY FROM STOCK 
Curtis e Stephens e Embry Co. 


Reading, Pa. 


MANUFACTURERS OF PRO-TEK-TIV AND OFFICIAL GIRL SCOUT SHOES 
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Parking and Larger Windows 
Increase Volume 


AMPLE parking space and attractive window displays 
are largely responsible for the volume increases in the 
new Brouwer’s shoe store at 7414 W. State street, Wau- 
watosa, Wis. Last August, after 33 years in one location, 
the store was shifted about a block east to a new building. 

“People used to drive around the block at our old store 
two or three times in search of a parking spot. Many of 
them became frustrated when they couldn’t find one and 
drove somewhere else,” says manager Carl Karmgard. 


Carl Karmgard at the fitting stool in the new Brouwer's 
Wauwatosa store. He has been the manager of this Brou- 
wer's branch outlet for the past 33 years. Children's volume 
still gives the store the bulk of its pairage. 


Tallying up the gains in their first year of operation 
in the new store, says manager Carl Karmgard: “Our vol- 
ume is up more than 20 per cent; we are now merchandis- 
ing a wider variety of shoes and have taken on additional 
lines we were unable to handle in our old, smaller store.” 

The problems faced by Brouwer’s in their former loca- 
tion are typical of those confronting many stores in chang- 
ing neighborhoods. Thirty-three years ago, the branch 
store. owned and operated by Brouwer’s, was established 
in Wauwatosa, a Milwaukee suburb. Carl Karmgard, who 
opened the store as manager, still holds the same job. 

Lack of window display space and insufficient parking 
hampered the store’s growth. According to manager Carl 
Karmgard: “Many people shop for shoes by looking at 
window displays. If they don’t see what they are looking 
for in the windows, they are often afraid to go into the 
store to ask if the shoes are available. Now, with two 
good sized windows, we are able to display the complete 
lines of family footwear we sell.” 

Expanded facilities enable Brouwer’s Wauwatosa branch 
to give more meaning to the slogan the local stores have 
used since 1902, “Brouwer’s—Shoes for the Family.” The 
old store down the block had 16 fitting chairs; now, 
Karmgard and his staff have 40 chairs in which to seat 
their customers. Since its origin, the Wauwatosa branch 
has operated a small repair department. Now, added ma- 
chinery and an enlarged waiting room can accommodate 
15 while-you-wait customers. 

A special touch that in part explains the Brouwer stores 
success through the years is the ice skate sharpening de- 
partment in this branch. An active indoor skating rink is 
nearby, plus a number of outdoor rinks. and area young- 
sters bring skates in all year round. 

Complete offerings of slippers for ballet, toe and tap 
dance students are also carried now, along with leotards 
and other dance costume accessories. 
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NATIONAL BACK COVER 
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MONTH ON 


LEO'S 
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brings you high profits, 
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LEO-TARDS 


Same-day shipment 
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Baker Reporting 
from Washington 
| CONTINUED FROM PAGE 32] 

2. You would be able to accumulate 
up to $100,000 in undistributed prof- 
its as a reserve without being chal- 
lenged by tax agents. The present 
limit is $60,000. 

3. Individuals investing in small 
firms would be permitted a straight 
deduction for up to $25,000 a year 
in losses they suffer. This provision 
is designed to encourage investment 
in small firms, such as yours. 

4. Owners of partnerships, propri- 
etorships or small, closely-held cor- 
porations could spread estate taxes 
over a 10-year period, rather than 
having to pay them immediately. 
The postponed taxes would bear four 
per cent interest. 

5. You would get a special deduc- 
tion of 20 per cent for depreciation 
during the first year after purchase 
for new or used store fixtures, equip- 
ment, machinery, etc. (not buildings } 
up to $10,000 a year, or $20,000 in 
the case of a joint tax return of a 
man and wife. This would be in ad- 
dition to the ordinary first-year de- 
preciation allowance. 


BIG SPACE 

AND COLOR ADS 
IN LIFE, 
SEVENTEEN, 
MADEMOISELLE, 
DANCE, 
SKATING AND 
SKI MAGAZINES 
WILL PRE-SELL 


TIGHTS 
LEOTARDS 
TRUNKS 


full-fashioned 
for perfect fit— 

knit of HELANCA 
s-t-r-e-t-c-h nylon 


U. S. Patents No. 2,697,925 No. 2,706,389 No 


DANSKIN, INC. 437 FIFTH AVENUE, NEW YORK 16, N. Y 


2,799,023 


Another proposal designed to aid 
small firms is included in a massive 
“technical” tax bill. This would per- 
mit some small corporations with 10 
or fewer stockholders to elect to be 
taxed as partnerships, and pay nor- 
mal personal taxes rather than the 
corporate tax rate of 52 per cent on 
profits over $25,000 a year. 

Spokesmen for merchants and 
other small firms are continuing to 
fight to have included a provision to 
permit a special tax deduction for 
firms which re-invest some earnings 
in inventory and accounts receivable. 


We may eventually get an amend- 
ment to the Robinson-Patman Act 
to permit functional discounts. But 
it probably won’t come this year. 

Pressure from businessmen has 
finally stirred congressional action. 
A House subcommittee headed by 
Rep. Emanuel Celler, D., N. Y., is 
holding public hearings on pending 
functional discount bills. 

The bills would provide mandatory 
functional discounts in some circum- 
stances, and permit them in others. 
(A functional discount is conceded 
to be a special lower price granted 





by a manufacturer or wholesaler to 
a retailer to compensate for extra 
services performed on the merchan- 
dise. ) 

Meanwhile, the Federal Trade 
Commission is tightening even fur- 
ther its crackdown on deceptive 
advertising and false list prices, 
price comparatives, and price saving 
claims. 

Even though there’s little chance 
of passage this year, these hear- 
ings are important. If you support 
or oppose legalizing functional dis- 
counts, write to Rep. Celler. Ask 
that your views be put in the record. 
Say specifically what effect the pro- 
posals would have on you. 


You will be able to call on 
the Small Business Administration 
whenever you need help in the fu- 
ture. And you’ll get lower interest 
rates and be able to borrow more. 

Congress has made the SBA a 
permanent agency. It was created 
five years ago as a temporary office, 
and periodically extended. 

In addition, the lawmakers lowered 
the maximum interest rate for SBA 
loans from 6 per cent to 5% per 


NOW—AT NEW LOW PRICES! 
TWO BIG MARKETS TO SELL! 


Little girls, big girls, all 
girls are living in Danskins, 
the number 1 fashion cos- 


warm 


(; 


tume—and the all-time favor-\ 
ite of dancers and skaters. 
Famous for their knitted-in 
flawless fit. Delightfully 


and comfortable! 


Wash and dry quickly. 


NEWEST COLORS, PATTERNS, 
STRIPES AND TEXTURED LOOKS! 


FULL FASHIONED TIGHTS — 
for Children from $3.50; 
for Women from $3.95 

SEAMLESS TIGHTS — 


for Women $4.95 


LEOTARDS — 


f 


for Children from $3.50, 


for Women $4.50 


TRUNKS — 


for Children $1.65, 
for Women $1.95 


All prices are retail. In stock 


for 
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immediate delivery and 
Order direct. 


Write for complete informa- 
tion and catalog B. J. 
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YOU CAN FIT ANY OLDER CHILD'S SHOES BETTER... 
with 3 sizes of TINGLEY SEALS than with 7 sizes of lined boots 


These youngsters’ boots s-t-r-e-t-c-h on easily, fit snugly and can't 


pull off until unbuttoned. Button and strap are molded as integral 


part of the boot — won't get lost. Light in weight, tough and 


rugged, all rubber—no plastic. 


@ You can sell more boots with less than 
half the inventory. Three sizes fit all shoes 
—13 through 6. Cost you $2.00-$2.45 pair. 
In black, red, brown, yellow and white. 


A TINGLEY DISTRIBUTOR IS NEAR YOU 
IF YOU DO NOT KNOW HIM, WRITE TO— 


TINGLEY 


RUBBER CORPORATION 


Rahway, New Jersey ” 


Established 1896 








cent. Interest rates on loans in which 
banks participate are set by the 
banks, but may not exceed the SBA 
maximum. 

Congress also increased from 
$250,000 to $350,000 the maximum 
amount any one borrower can se- 
cure at a time from SBA. 

Stores are eligible for SBA loans 
if their annual sales volume does 
not exceed $1 million. 

If you need help in financing in- 
ventories, modernization, or expan- 
sion, check first with your local 
banker. If he can’t supply funds at 
reasonable interest rates, ask him 
to help you get an SBA loan. If he 
won’t provide part of the loan, then 
apply to SBA for a direct loan. 


The government has finally decided 
on a flexible definition of small busi- 
ness. Generally, the decision reaf- 
firms that a small business is an 
independently-owned firm with not 
more than 500 employees. 

There had been talk for the past 
couple of years of using more com- 
plex standards for defining a smail 
company. Under this plan, a smal! 
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business might have anywhere from 
under 250 to 1,000 employees. The 
firm’s standing in its own competi- 
tive area would determine how many 
workers it might have and still be 
considered ‘‘small.” 

But the Congress ruled against 
this multiple-number system. In the 
new law making the Small Business 
Administration a permanent agency, 
Congress approved the following pol- 
icy: Where the number of employees 
is used as one of the means of iden- 
tifying a small business, the number 
may vary from one industry to 
another. 

3eing defined as a small business 
is highly important to a firm seeking 
government contracts. Under federal 
procurement rules, those firms de- 
fined as small are in line for prefer- 
ential treatment. For example, part 
of a Defense Dept. or Labor Dept. 
planned procurement may be ordered 
set aside for small business bidding. 


The Justice Department is back- 
ing legislation pending in Congress 
to restore the right of businessmen 
to sue for triple damages competi- 
tors who engage in predatory pric- 


ing practices. 

Antitrust Chief Victor R. 
the will help 
government antitrust 
By giving businessmen the right to 
institute civil illegal 
practices are often 
the government spending time and 
money in lengthy court proceeding 
of its own. 

The legislation was introduced af 
ter the U. S. 
that one section of 
Patman Act 
businessmen for private suits against 


Hansen 
the 
laws. 


says legislation 


enforce 
court cases, 


ended without 


Supreme Court ruled 
the 


not be 


Robinson 
could used by 
practices by competitors designed to 
kill a rival. The Court said the gov 
ernment could still 
for its own suits. 


use the section 


Morgan I. Pitcher, vice-president 
and comptroller of Edison Brother 
Inc.; St. 


vice-president of 


Stores, Louis, has been 


elected ithe St. 
Louis Control of the Controllers In 
stitute of Secretary-trea 
surer of William J. 
Banks, assistant 


treasurer of Shoe 


America. 
the group is 
comptroller and 
International 


Company. 





Profile: the Hacks 

| CONTINUED FROM PAGE 46 | 
in 1949 when they opened the second 
Hack shoe store in Livernois, fashion 
center of Detroit; and another, with 
the third shop in 1950 in the east 
side of Detroit. 

But what about Nathan Hack? He 
who started this ball rolling? He was 
told by the family doctor that he 
must quit . give up the business 
because of a heart condition ... or 
else! There was nothing to do but 
accept this enforced retirement. In 
December, 1945, he moved to Cali- 
fornia... leaving the boys in charge 
of the store. 

Those who knew Nathan were con- 
vinced he wouldn’t take kindly to the 
idea of puttering around or vegetat- 
ing. How right they were! Within 
a very short time he found a very 
outlet for his leisure time 
and enthusiasms. He applied at the 
Birmingham Veterans’ Hospital in 
California and for the next three 
years acted as their orthopedic shoe 
consultant. It was during this tenure 
that he designed and developed the 
Self-Reliant Walker . an ambu- 
that helped paraplegics and 


worthy 


lator 


74 


amputees to learn to walk without 
the aid of nurses and _ orderiies. 
These “walkers” are still being used 
in some hospitals. 

He next heard of a research proj- 
ect at the University of Southern 
California and joined their staff. His 
particular job was to determine the 
expansion and contraction of feet 
under varying conditions . . . heat, 
cold, fatigue . . . standing, walking, 
running. This undertaking was being 
supervised by Prof. Laurence E. 
Morehouse; and that was the begin- 
ning of a very wonderful and fruit- 
ful association. 

During that period, Dr. Henry 
O’Flaherty came to the university 
with a list of items in which the 
Army was interested. They especially 
seeking a boot that would 
cushion the shock of landing for 
paratroopers. That was the cue for 
Nathan Hack! He researched, stud- 
ied, tested, developed and came up 
with RIPPLE SOLES—in 1949. 


were 


Here was the first major revolu- 


tionary development in the shoe in- 
dustry, in years. Ripple Soles were 
a success from the very start. Ex- 
perimentation for improvement of 


write for illustrated material 


THONET INDUSTRIES, INC. 
Dept. L. 
One Park Avenue, New York 6, N.Y. 


SHOWROOMS: NEw YORK, CHICAGO, 
DETROIT, LOS ANGELES, SAN FRANCISCO, 
DALLAS, MIAMI, STATESVILLE, N.C. 


the bottoming formula has been ¢on- 
tinuous and the United Shoe Ma- 
chinery Corporation of Boston has 
helped immeasurably with a cement 
that insures perfect binding between 
the bottom and upper of the shoe. 

In 1952 patents for Ripple Soles 
were applied for and granted . . 
for the United States and for various 
foreign countries at the same time. 
Beebe Rubber Company of Nashua, 
New Hampshire, has the exclusive 
rights for the sale of Ripple Soles in 
the United States. As for foreign 
licensees, Mexico was the first coun- 
try to sign up. Then came Canada, 
Australia, Italy, Austria, France and 
many others. 

Nathan Hack continues to amaze 
and confound everyone. He is inde- 
fatigable . . . buoyed up by his 
honest conviction that Ripple Soles 
are a boon to men, women and chil- 
dren. They make walking a comfort 
and joy ... and for that contribu- 
tion, Nathan is eternally grateful. It 
gives him a feeling of accomplish- 
attainment of his life’s 
ambition . “to help people walk 
in comfort instead of hobble along 


ment and 


in pain.” 
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Just a month ago today, Nathan 
Hack, and his wife, Pauline, came 
down the gangplank of the QUEEN 
MARY. They were returning from a 
three and a half month trip abroad 

. having visited fourteen countries. 
Everywhere Nathan went, he was 
“hot” copy. At press conferences, 
magazine and newspaper people in- 
terviewed him. Shoe manufacturers 
and retailers, too, were interested. 
They all wanted to know more about 
Ripple Soles and Nathan was humbly 
pleased to oblige. 

Upon his return to the States, we 
had an opportunity to interview him. 
We know the Ripple Sole story, first 
hand; and therefore could by-pass 
it. What we particularly wanted to 
get from him was his impressions and 
observations on shoes and shoe sell- 
ing abroad. We asked the questions 
and he gave us the answers: 

“Most European shoe shops carry 
both men’s and women’s 
Rarely does one see an exclusive 
men’s or women’s shoe shop. The 
window displays in France, Italy, 
Germany, Holland and Switzerland 
are far more attractive than our own. 
Their lighting effects, backgrounds, 
displays, fixtures are built with the 


shoes. 


IMMEDIATE 
DELIVERY 
FROM STOCK 


artistry of a stage setting. Their 
shoemanship suffers a lot through 
their showmanship . . . not enough 
sizes and widths io really fit feet 
the American way. 

“The sales personnel in all Euro- 
pean shoe stores is predominantly 
‘women.’ The executives, however, 
are generally men... not recruited 
from the ranks as they are in Amer- 
ica but rather starting from the top. 
Upon entering a shoe store, the sales- 
women disarm you with a smile. This 
makes up for their shortcomings. 
After pointing out the shoe in the 
window the customer tries on 
several pairs in order to come close 
to the right size. It’s a question of 
trial and error and in the end 
amounts to: If the shoe fits, wear it. 

“One of the matronly ladies in a 
four-women shop in Tel Aviv, Israel, 
told me that the reason they employ 
women is that men are needed for 
the more important jobs ... agri- 
culture and service in the armed 
forces. They look upon selling shoes 
as light work and suited to women. 
In Switzerland, one of the saleswo- 
men in a fine shop in Zurich said: 
‘Selling shoes is a woman’s job. Men 
wouldn’t earn enough in salary and 


commission to support a family. Wo- 
men work for less.’ 

“The same reasoning applies in 
London. They employ women in their 
ladies’ shoe department because ‘we 
can’t afford to employ men. The com 
missions and salaries would increase 
our selling costs of women’s shoes 
and besides . .. women prefer to be 
waited on by women.’ They do, how- 
ever, employ men to sell their men’s 
shoes. 

“Italy is the most 
country as far as women’s shoes are 
concerned. They are quite happy be- 


progressive 


cause their sales have been increas- 
ing steadily to the United States. 
We are their biggest customers. Ger- 
many, Sweden and Czecho-Slovakia 
are next. 

“What I can’t understand is 
the the Latin 
can wear the narrow shoes they pro- 
duce .. . when their feet 
rally broad. One of the leaders in 
the shoe industry in Italy told me 
that the present trend of footwear 
is only a passing mood. They ex- 


how 
people in countries 


are natu- 


perienced a similar situation in the 
past. There is a feeling that soon 
they will go back to sturdier shoes. 

| CONTINUED ON FOLLOWING PAGE | 


K MODERN AGE 


OFFICIAL GIRL SCOUT SHOES 


Now ... for the first time and headed for big sales—raised seam 
moccasin for official wear with the Girl Scout Uniform. Tan leather 
unlined moccasin with brown Avon Cush-N-Crepe sole and heel. 


DUAL CUSHION ... 


an exclusive 


feature for extra walking comfort 


in our official girl scout shoes. 


150: TAN 


(Brown Avon Cush-N-Crepe Soles and Heels) 


PRICE $5.75 


TERMS: 5% — 30 Days F.O.B., Reading, Pa. 
Curtis e Stephens e Embry Co., Reading, Pa. 
MANUFACTURERS OF Pro-tek-tiv AND MODERN AGE SHOES 
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“That’s what I observed in prac- 
tically all the I have 
watched the men on the street and 
they wear heavier types of shoes. 
Lighter weight are for eve- 
ning. I saw more casual shoes worn 
by women abroad ... but the men 
were wearing the heavier types of 
shoes for walking and street wear. 

“American made shoes have the 
finest reputation for quality and fit 


countries. 


shoes 


abroad. 

“But getting back to the United 
States and American shoes ... I 
feel the American manufacturers 


and retailers are missing a bet by 
not putting more emphasis on vaca- 
tion and traveling shoes. There are 
about sixty million people who take 
holidays and it is a safe bet that 
every one could be sold... and could 
use .. . comfortable shoes for walk- 
ing. At home, most of them drive 
cars but abroad they have to do a 
lot of walking. Shoe men could take 
a Jesson from the tourist trade on 
how to promote proper footwear for 
vacations and thus create a broader 


market and increase per capita con- 
American tour- 


sumption. Actually, 








*Made only by 
Shoe Form Co. Inc., 
Auburn, N.Y. 


make any sandal sell faster! 


Write for new catalogue. 
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ists are our best representatives 
abroad, for Ripple Soles.” 

A final fillip to the R.S. ... The 
Ripple Sole Corporation is a separate 
entity . with Leonard Hack as 
president. In 1957, the corporation 
set up a $1500 Nathan Hack Fellow- 
ship in physical education at the 
University of Southern California. 
The money goes to graduate students 
working for their doctorate; and 
helps pay their tuition. The fellow- 
ship is being continued this year and 
the same amount of money has been 
set aside for 1959. 


What’s in a Shoe 
and How to Sell It 


[CONTINUED FROM PAGE 67] 
lated dramatically into a quality 
value in the shoe. The use of the 
right quality and types of thread, 
along with its skilled application, 
can give customer assurance of shoe 
performance satisfaction and qual- 
ity value. But these facts must be 
conveyed to the customer. Here are 
suggestions for “merchandising” the 
thread in the shoe: 

(1) Translate thread into shoe 
“integrity’—that is, that it’s thread 
that basically holds the shoe to- 
gether. Point out specific places 
where thread is used in the shoe 
(insole, outsole, back seam, toe seam, 
side seams, topline, tongue. 

(2) Translate thread into wear 
end performance value of the shoe 
as a whole. That is, the customer is 
assured that the seams will stay se- 
cure, that all sewn parts will re- 
main intact. And when there’s this 
assurance, there’s also assurance 
that the shoe will hold its shape, will 
vive added wear and comfort, etc. 

(3) Cite the careful selection of 
threads for different parts of the 
shoe—and why. For example, linen 
thread may be used for the insole, 
while nylon and cotton may be used 
for different parts of the upper. 
Show that each part of the shoe 
must meet certain functional re- 
quirements—each one requiring a 
different kind of thread. 

(4) Cite that an average pair of 
shoes uses about 50 yards or 150 
feet of thread. This amount of 
thread signifies that the shoe is 
firmly bonded in all its vital parts. 

(5) Cite that the shoe is made 
with a scientifically established 
stitches-per-inch count. Translate 
what this means to shoe perform- 
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ance—that it means tight seams, 
and a firm bond of outsole or insole. 
This is especially important in, for 
example, children’s shoes or other 
types of footwear subjected to un- 
usual abuses. 

(6) Cite that modern shoe threads 
have built-in properties which give 
them great resistance to the ele- 
ments such as moisture, perspira- 
tion, acids, abrasion, etc. Threads 
such as nylon or Dacron have these 
properties in natural form, while 
cotton or linen threads are treated 
to give them greater resistance to 
destructive elements. 

(7) Give a dramatic example of 
what a shoe thread must undergo in 
a shoe. For instance, a shoe will 
flex more than a million times dur- 
ing its wear life. Every flexing 
brings a strain on the thread. Not 
enly must the thread be of good 
quality to stand this extreme strain, 
but it must have built-in “stretch” 
qualities. Thus, threads are tailored 
tc serve the most strenuous func- 
tions in the shoe. 

(8) Where thread is used 
decorative or fashion feature in the 
shoe, point it up—don’t let the cus- 
tomer take it for granted. Cite the 
fine, skilled needle work (as does a 
tailor or dressmaker) as an exam- 
ple of quality in the shoe. 

(9) In talking about thread, make 
it apply to specific types of shoes. 
For instance, thread is especially 
important as a functional element 
in children’s shoes. Children sorely 
abuse shoes. Will there by a break 
in the seam between outsole and in- 
sole? Will the back seam split be- 
cause kids push their feet into shoes 
without a shoe horn? Because these 
are “problems” occasionally met 
with, they become important talk- 


as a 


be converted into dramatic selling 
points of intense interest to the con- 
sumer. Remember, thread the 
“lifeline” of a shoe. Bring it to life 
in your selling. 

(Photographs in this article courtesy 
of E. I. du Pont de Nemours & Co., 
Inc., and United Shoe Machinery 
Corp.) 
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Manchester Factory Employs 
330 After Year and a Half 
MANCHESTER, N. H.— Queen 
City Shoes, Inc., a new firm which 
began operations here about a year 


and a half ago with a nucleus of six 
production workers, now has 330 
employees producing several thou- 
sand pairs of footwear on a five-day 
weekly schedule, company  oflicials 
said. 

The firm manufactures Foot Flair 
shoes, which are retailed at popular 
prices in more than 1000 
throughout the country. Company 
executives include David Stein, pres- 
ident; Barnet Stein, treasurer; Mar 
tin Stein, vice-president; Jacob Sil- 
verman, general manager, and Dave 
Berg, plant superintendent. 


stores 























FARBERIZED WELTING 


It’s pliable — readily molds to the shoe 


ing points in shoe selling. Thread is 
an important talking point also in 
men’s work shoes, which are sub- 
jected to acids, oils, moisture, great 
abrasion, etc. Thread strength 
vital here—and the customer should 
know about it. In women’s shoes, 
use thread as a fashion selling fea- 
ture—that thread holds the shoe to 
the shape of the original last; or it 
gives subtle decorate effects to the 
shoe. 

Think of it—there may be any- 
where from six to a dozen sewn parts 
in a shoe, consuming as much as 50 
yards per pair of shoes. If so much 
thread is used in a shoe, and is so 
vital to the shoe, certainly this can 


... lies flat — resists shrinking, cracking 


Framework 


is and curling .. . and it retains its shape and 


temper for the entire life of the shoe. Our 


for 


exclusive Farberizing process replaces 


Famous water soluble tannins with a special com- 
pound which seals each fibre against 
moisture, yet maintains the porosity of 


Footwear 


the leather. 


FARBERIZED WELTING gives you more for your money! 


L. Farber Cs, 


160 FREMONT STREET, WORCESTER, MASS 
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The Retailer Speaks... 


Topay many men are wearing 
stylized footwear which they would 
have laughed at two or three years 
Barnes of 

L060 OE. 


ago. So reports Clyde T. 
Schumacher’s Boot Shop, 
Ave.. Milwaukee. 


Credit for this growing acceptance 


W isconsin 


of male fashion is attributed by Mr. 
Barnes to two things: publicity articles 
by style experts, and the push women 
give men in accepting new things. “I 
make particular mention of the ladies’ 
Mr. 


who 


help”, Barnes, “because 


Says 


many men had worn the same 
shoe style for years have changed to 
new or higher styled patterns at a 
wife’s or lady friend’s suggestion. In 
further 


shoe as a gilt so 


many cases the woman goes 
by purchasing the 
it will be worn. 


“I also find we get wonderful re- 


sults from pictures and articles in the 
men’s section of the newspaper. This 
is free advertising which cannot be 
bought and can be gotten by working 
closely with the fashion editor of the 
local newspaper. As soon as we receive 
a new style, | 


vet 


get on the phone to 


inform the paper. It’s like a scoop for 
them ... it’s extra sales for me.” 
While the shop’s volume remains de- 
pendent on staple models, Mr. Barnes 
gives fashion credit for the three and 
four pair sales this operation frequent- 
ly accomplishes. However, he adds, 
there is a limit to what men will stand 
for, or with in 


go along extreme 


styles. “In our locality the open toes 
or heels have been conversation, but 
that is about all. Every part of the 
little different 
comes to what men will accept. Many 


country is a when it 


Editorial 
[CONTINUED FROM PAGE 13] 

Apparently, they feel that the 
more accelerated the style pace be- 
comes, the less is their responsibility 
to assume the risk of carrying spec- 
ulative fashion shoes in depth. Un- 
fortunately, the consumer has been 
educated to expect that they will. 
This unfair pressure on manufac- 
turers to get shoes out faster is in- 
creasing steadily. 

Such wishful thinking by 
chandisers of high fashion 


mer- 
shoes 


78 


styles we would like to promote and 
sell are not in the cards because the 
people of the Milwaukee area are very 
conservative.” 

Typical of what Wisconsin men 
went for in the early summer selling 
season is the model illustrated below: 
Brief of California’s six-ounce casual 
for $11.95 retail. This gored step-in 
casual with a compo sole was widely 
selected in brown and light tan. 

The shoe was purchased not only 
by men, but by women as a 
Father's Day present. It was featured, 
with other casuals, 
kits, 


horns, in a 


along slippers, 


shine shoe trees and unusual 


shoe dramatic window 
display using the theme: “The Gift 
for His Majesty on Father's Day.” 
Pleated black 


was used as the backdrop for this 


red and velvet cloth 
display with wrinkled velvet on the 
The of this 


excellent. Mr. 


case floor. results pro- 


motion were Barnes 


reports, 


fails to take into consideration the 


time-consuming complexities of 
making and distributing shoes, at 
least in the light of existing proc- 
and procedures. Unfortu- 
ately, their reasoning appears to be 
spreading and to be affecting the 
policies of even those merchants who 
sell more staple types of shoes. 

Once in a lifetime we 
may find a set of circumstances like 
those which have prevailed since last 
fall. But the fact remains that if 
manufacturers don’t make shoes, re- 
tailers can’t sell them. 


esses 


business 


CLYDE T. BARNES 


showman. 


Clyde T. 


That accounts, in great part, for his 


Barnes is a 
success in selling fashion to men. A 
former sax man and vocalist with a 
number of orchestras. his career as 
a musician has given him a flair for 
the dramatic. His eye for detail and 
his ready acceptance for the unusual 
may be attributed to his talents as a 
commercial artist. This latter ability 
also gives him an edge on most inde- 
pendent retailers when it comes to 
putting in a good window display. 
Affiliated with the shoe business for 
has 
Shop 
years. He 
the Mil- 
waukee 1940. In 
1956 Barnes and the staff of Schu- 


achievement 


Barnes 


Boot 


more than 18 years, 
Schumacher’s 


a half 


career at 


managed 
for 


started 


three and 


his retail 
Boston Store in 


macher’s received — an 
award at the National Shoe Fair. Ben 
Gleue is the assistant manager. 
Barnes and his wife are suburban- 
ites spending much of their free 
time in the garden. A newly sodded 


lawn is their most recent achievement. 


Bank Shuts—But Tannery 
Workers’ Yule Money Is Safe 

PENACOOK, N. H.—Employees 
of the Brezner Tanning Corporation 
here have been guaranteed against 
loss of their Christmas club savings 
as a result of the forced closing of 
the Valley Trust Bank of Penacook. 
Morris Cohen, president of the 
tanning company, a division of the 
Allied Kid Company of Boston, has 
told his workers that the company 
stands ready to assume whatever 
loss they may sustain. 
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In Alaska, the 
Keynote Is Planning 
[CONTINUED FROM PAGE 57] 


“We conceived and designed a boot 
which we felt more closely suited 
Alaskan conditions. Our questioning 
revealed that Alaskans want in their 
shoes very much the same qualities 
they desire in other items of cloth- 
ing—warmth without weight. Ac- 
cordingly, in our Alaskan boot, we 
tried to get as much comfort and 
warmth as possible without making 
the boot so heavy it defeated our 
purpose. I feel we have succeeded.” 

The new Alaskan boot is now be- 
ing manufactured in accordance with 
Romick’s specifications. One measure 
of the success of the new boot is the 
fact that the manufacturer is also 
making the boot for his dealer divi- 
sion. Romick’s latest order for this 
boot has totalled 125 cases—a total 
of 1,500 pairs—and they are finding 
ready acceptance in the Alaskan 
market. The reaction of satisfied 
customers was noted, incidentally, 
by the Anchorage police department, 
which now fills its boot requirements 
at Romick’s. 

Suppliers 


of footwear to the 


Alaskan market should disabuse 


beEXTTa QUPPOM tse sy Urq . TP K T I\/ 
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WITH THESE FEATURES! 


LEATHER 
VOTAN 
SUPER 
SOLE 


INSIDE 
LEATHER 
COUNTERS 


themselves of any notion that the 
Alaskan buyer is naive, unfamiliar 
with quality merchandise or not in 
step with latest styles, says Romick. 

“I’m amazed at some of the ideas 
about Alaska I frequently encounter 
in New York and other trade cen- 
ters.”” Romick said. “For example, 
I’ve had otherwise intelligent New 
Yorkers ask me what kind of money 
we use in Anchorage. Some large 
suppliers of merchandise have gone 
to the totally unnecessary expedient 
of preparing export documents when 
filling Alaskan orders.” 

Romick emphasized that the same 
styles seen on Fifth Avenue in New 
York City are also evident on Fourth 
Avenue—the main street of Anchor- 
age. 

“The demand is strictly for qual- 
ity,” was the way he put it. 

Will the Alaskan shoe market ex- 
pand under the impetus of state- 
hood? Romick is positive a pattern 
of steady growth and development 
of the territory is emerging. 

Romick foresees a closer relation- 
ship between manufacturer and dis- 
tributor under statehood—a_ trend 
that will be mutually beneficial. 

In creating one of the territory’s 


Here it is . 
today — in black and white... . 


price $6.60 


ing features . 


most successful wholesale and retail 
organizations, Romick is being ably 
assisted by M. D. Plotnick, vice pres- 
ident and general manager of his 
retail division which 
three stores. 


consists of 


Plotnick also works closely with 
Romick in the management of Fed- 
eral Distributing Co., Inc., the only 
Anchorage wholesaler of men’s wear 
in Anchorage. Romick is president 
of that firm. 

The three retail stores are The 
Alaskan Store at 4382 C Street, 
Romick’s Men’s Wear at 307 Fourth 
Avenue and the Union Leader 
Clothiers at 227-229 Fourth Avenue 

all of them in downtown Anchor- 
age. 

The three stores are among the 
dozen major shoe outlets in Anchor- 
age. 

These include Gene Smith Cloth- 
iers which handles Florsheim: The 
Hub, Bostonians; Robbins Shoe 
Store, Freeman and Tober Saifer; 
Monty’s, Jarman; Northern Commer- 
cial Company, French Shriner; Sei- 
denverg and Kay, Stacy-Adams, Stet- 
Shoe 


and 


son; Finley’s, International 


Company; Hudson’s, Roblee; 


The Bootery, Kali-Sten-Iks. 


.. the most sought after saddle shoe 
many outstand- 


.. tops in fit... and the PRICE 


IS RIGHT! 
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TERMS: 5% — 30 Days F.O.B., Reading, Pa. 
Curtis e Stephens e Embry Co., Reading, Pa. 
MANUFACTURERS OF MODERN AGE AND OFFICIAL GIRL SCOUT SHOES 
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Retail Trade 
{CONTINUED FROM PAGE 63 | 


New York Selling 

Seen Accelerating 
SELLING is beginning to acceler- 
ate in New York. Stores have al- 
ready received deliveries of the early, 
fall Displays, both in 
the windows and in the stores, have 
refurbished and 


new shoes. 


been revitalized, 
given a new spark, and the first fall 
promotions are under way. 





Back-to-school and college promo- 
tions are expected to give additional 
impetus to selling. Some of the 
have set up their annual 
“Back to College” headquarters and 
give helpful advice on the latest and 
accepted campus clothes and shoes. 

Merchants report that sales fig- 
ures for July ’58 will just about hold 
their own, in comparison with last 
year’s ... give or take a few per- 
centage points. In New York, the 
influx of more than 150,000 Jeho- 
vah’s Witnesses during the 


stores 


last, 





Edwards 


THe SHOE FOR CHILDREN 


One of a series featuring national advertisers who are Iselin clients 


Edwards Shoes, Inc. is one of the notable shoe manufacturers who 


factor with William Iselin & Company, Inc. We are proud of our associa- 


tion with these successful companies. Iselin factoring has long been a 


basic tool of successful operation in many industries, whether used for 


financial, credit or consultative services. 








our 150th your 





Atlanta 


3857 FOURTH AVENUE, NEW YORK 10 


Grand Rapids 








week of July and the first week in 
August caused terrific surges in 
some directions, principally in trans- 
portation, hotel accommodations and 
eating places. Some part of this 
overwhelming crowd was bound to 
spill over into retailing, especially 
in the moderate priced lines of 
shoes, apparel and accessories. Traf- 
fic in those stores was increased con- 
siderably. 

As to women’s shoe selling in gen- 
eral, the spotlight is on pumps, 
closed, for the most part, and on 
high or mid-high heels, usually in 
suede or calf. Black is the first 
color, then a few browns and others. 
Copy highlights: ‘“Caprini’s Deli- 
cate Latticing ... high or ‘happy 
medium’ suedes, light as European 
bottier originals . . . and so openly 
flattering with the long-legged ele- 
gance of current fashions.” ‘Paris 
slopes the toe and our Bally of Swit- 
zerlands emerge with a_ gently 
rounded new Paris look to open the 
fall season.” ‘The Soft Pedal Pump 

. . L. Miller’s tender new shoeing 
is so smooth and light and supple, 
it’s pure pianissimo on the foot. We 
Wager once you’ve slipped it on you 
won't tell us to wrap it up... you’ll 
wear it home.” Tailored types con- 
tinue to get good acceptance. 

Men’s shoes have been moving 
slowly but retailers feel that busi- 
ness will pick up beginning with the 
first of September. 


Close Look Reveals 
Milwaukee Summer OK 
MOST of the Milwaukee 

shoe merchants, toting up both the 
good and the bad points of the sea- 
son are agreed that it isn’t as bad as 
anticipated. Volume is averaging 
only slightly under last year. A few 
outlying dealers noted a drop of 
about 10 per cent, which is more 
severe than reports from downtown 
stores. On the whole, considering 
that weather this summer has been 
on the cool side, volume has held up 
appreciably well. 


area’s 


According to one veteran dealer: 
“If all of our departments were 
holding their own as well this sum- 
mer as the children’s department— 
the entire picture would be satis- 
factory.” 

This is proving to be an excep- 
tionally good summer for children’s 
canvas shoes, according to wide- 
spread reports. Children’s sandals 
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are not moving well, but saddle 
shoes have taken up the slack. 
Nylon-velvet saddle shoes are ex- 
pected to be big favorites this fall 
with the younger set. 

Boys’ dirty bucks are in the lead 
for the teen age favor. Many stores 
stocked only a token stock of white 
bucks this summer. Indications are, 
however, that interest in white 
bucks will be stronger this coming 
fall. 

Ladies’ footwear buyers agree 
that this has been an excellent white 
shoe summer. Budget departments 
have been getting the bulk of the 
pairage. Fashion salons have kept 
their dollar volume close to last 
year’s totals, but it has needed ex- 
ceptionally strenuous promotional 
efforts. 

Downtown buyers are not taking 
a back seat in their promotiona) 
battles with shopping center outlets. 
Healthy ad spreads and_ special 
clearances are luring bigger traffic 
counts to the center of town. An- 
nouncement by the Boston Store of 
its plan to spend $400,000 in reno- 
vating and enlarging its main down. 
town store is bringing much cheer 
to downtown merchants. 

Ladies’ sport shoe sales have been 
erratic. Several major independent 
outlets report sizable remainders in 
their sport shoe inventories. Mule 
type shoes which were big sellers 
last year have thus far, not re- 
peated. The conventional wedgies 
and straws featuring straps have 
sold in appreciable volume. 

Prints have enjoyed a good sea- 
son, in both the popular priced and 
fashion outlets. Interest in tapered 
toes continues, with the downtown 
outlets reporting the needle toes and 
very slim heels selling “better than 
ever.” Neighborhood shops, strong- 
holds of conservatism, are stocking 
complete runs of the modish toe and 
heel numbers; but buyers still re- 
port their top volume results with 
medium toes and heels. 


Minneapolis Clearances 

Concluding Successfully 
SALES constituted the principal 
activity of both men’s and women’s 
shoe business in Minneapolis. Buy- 
ers and department managers of 
most women’s shoe operations said 
that summer sale shoes were moy- 
ing very well. The operator of a 
specialty shoe store said that prac- 
tically all summer dress shoes had 
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been cleaned up and that only 
casual types remained. 

Some stores and shoe depart- 
ments reported that fall shoe activ- 
ity already had begun. Black suedes 
appeared to be the leading number 
for fall. Best selling styles were 
the closed heel and closed toe 
shoes; both 24/8 and 19/8 heels 
were good. 

Black calf also had begun to move 
in an 18/8 heel as well as 23/8 
heel. There was also a sprinkle of 
interest in high color shoes for fall. 
Dark forest green looks good for fall, 
one department manager pointed 
out, although fall shoes were just 


in 
stock 
for 
immediate 
delivery 


Wate 


beginning to be received. 

Men’s shoe business held up well, 
although here, too, the volume was 
in sale goods. 

Children’s shoe business 
ally held up very well; some shoe 
store operators said that their vol- 


gener- 


ume was ahead of last year so far. 
No noticeable trends were evident 
with a variety of numbers selling. 
There appeared to be early activity 
in back-to-school shoes with saddle 
types, welt strap numbers and 
shark tip oxfords for boys moving 
Sandals were very slow here 
the 


well. 
this 
weather. 


summer because of cool 
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2-14—$2.25; 
$2.50. Standard Knit, Leotards: 
Sizes 2-14 und 10-20 $1.90. 
Helanca Leotards: Child's, $2.00; 
Adult's, $2.25. Helanca Tights, 
$2.35. 
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by BERNED 


BERNED SHOE CO. 
Manufacturers Distributors 
\% 207 ESSEX ST., BOSTON 11, MASS. 
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THE MASCULINE LOOK! 


A CREATIVE 
STYLING BY 
JOHN €. LUCEY CO 


SOLID LEATHER 


To best express the trend toward substance and quality 

in men’s footwear John E. Lucey Co. have created this 

style No. 282. Saleable because of its basically masculine appeal this 
pattern receives an able assist in its clean cut “American Design” 

by the use of solid leather Barbour STORMWELT. 


REMEMBER: STORMWELT is the “extra value” that adds styling to America’s finest footwear. 


BARBOUR WELTING COMPANY °* BROCKTON 68, MASS. 


Established 1892 


#2 
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Sholem Co. to Open Branch 
Shoe Store at Danville, Ill. 


CHAMPAIGN, ILL.— The J. J. 
Sholem Stores Company has signed 
a long-term lease and announced 
plans for a family-type shoe store at 
Danville, Ill. It will be the third 
branch the firm has opened in two 
years. 

Extensive remodeling has started, 
including the installation of a new 
store front duplicating the Sholem 
store in Champaign. Sholem’s will 
continue operation of a leased shoe 
department in The Fashion Apparel 
Store in Danville. Company officials 
said also they plan to open several 
other new units in nearby cities in 
the next few years. 

Myron J. Sholem and Stanford H. 
Sholem, executive vice-presidents, 
will supervise the out-of-town opera- 
tions as well as the home office in 
Champaign. The brothers are the 
third generation of the family to op- 
erate the firm. 

Sholem’s in Champaign recently 
was among the winners in the na- 
tionwide Brand Name Retailer-of- 
the-Year Competition. 


Shoe News 





Window Reveals Big Inventory—and Helps Deplete It 
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Pittsburgh shoppers got a powerful impression of the large shoe inventory of the 
Joseph Horne Company department store through this attention-catching window 
display. On view are 122 different sizes of one model of a Bostonian Footsaver. 
Designed by Horne's E. L. Vollmer, display director, and Claude Locke, display 
staff, the display is based on four white planks supported by eight adjustable 


poles. 


Life of the display was short—stock was quickly depleted. 





NSF Conference to Show Ways to Improve Business 


NEW YORK —A conference in- 
tended to show shoe retailers the 
Ways and means of improving busi- 
ness will be a new feature of the 
National Shoe Fair in Chicago this 
fall. 

Called the “NSRA Executive Con- 
ference: Idea Roundup for 1959 
Profits,” the conference will focus 
attention on cost control, better man- 
agement and personnel training, pro- 
motion and selling methods. It will 
be divided into three one-hour ses- 
sions on Saturday, October 25, with 
the National Shoe Retailers Associ- 
ation and the National Shoe Manu- 
facturers Association as co-sponsors. 

Plans for the October fair moved 
further ahead with announcement 
that Tom Lee, internationally known 
designer, and Ruth Hammer, New 
York fashion consultant, will stage 
the Shoe Women Executives’ lunch- 
eon-fashion Mr. Lee, who 
staged the 1957 show, will serve as 
decor and staging consultant, and 
Miss Hammer will act as producer- 
coordinator. 

The show, which will open the 
Silver Jubilee fair on Monday, Oc- 
27, will all 


show. 


tober cover categories 
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of fashion footwear. 
trends will be offered. 
To help shoe retailers solve store 
management and fiscal problems, a 
three-day Cost Control Clinie will be 
conducted at the fair by Northwest- 
ern University. The clinic will 
held at the Palmer House, October 


26-28. 


Advance style 


be 


Three specialists from the univer- 
sity’s School of Business, Dr. Lynn 
H. Stockman, Dr. Ira D. Anderson 
and Dr. Ralph L. Westfall, will be 
available to individual 
tailers on a confidential basis with- 
out charge. Retailers may obtain ap- 
pointments by writing to George 


counsel re- 


RUTH HAMMER TOM LEE 


They'll stage fashion show 


Gayou, manager, National Shoe Fair, 
Palmer House, Chicago 90. 

Dr. Stockman, the 
clinic, said recently that the problem 


director of 


of retail store management can only 
grow more complex in the future. 
“We are hopeful that the much 
fall upturn will 
materialize,” he declared. “But if it 
does, it will certainly be accompanied 


heralded business 


by upward pressures on costs of al! 
kinds. The well 
gross margins and operating profits 


known squeeze on 


is bound to continue.” 


London Footwear Exhibition 
Slated for Sept. 29 to Oct. 3 
LONDON, ENGLAND 
three firms from 
display shoes for spring and summe! 
at the 1958 
Iexhibition, September 29 to October 
3 at the Washington Hotel here. The 


from Bel 


Sixty 
six countries will 


Fashion in Footweat 


manufacturers will come 
Holland, Italy, 


Switzerland as well as Great Britian 


gium, Sweden and 
Edward Rayne, the Queen’s Shoe 
the 
Twice daily, a mannequin show will 
staged in the hotel 
Exhibitors will take up 105 rooms on 


maker, will open exhibition 


ballroom 


be 


six floors of the hotel. 
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Rhodes to Manage Douglas Retail Operations for General 


NASHVILLE, TENN. — Jack 
Rhodes been named general 
manager of retail store operations 
of W. L. Douglas Shoe Company, a 
men’s and boys’ shoe division of 


has 


General Shoe Corporation. 

For several years Mr. Rhodes had 
been general merchandise manager 
administra- 
tive associate of 
Associated Sales 
Corporation, an- 
other division of 
General Shoe. 

In the 
Douglas retail 
operations were 
handled by J. R. 

McCollum, who 

also was in 

charge of Jar- JACK RHODES 
man retail store operations prior to 
his recent retirement. 

M. S. Wigginton, vice-president 
of said Mr. Rhodes has 
been with the corporation for four 
years. He started as administrative 
assistant and general manager with 
Lazarus Brothers, a General Shoe 
division, in Tulsa, Okla., and a year 
later became administrative control 
manager. In November, 1956, he as- 


and 


past, 


General, 





Georgia Supermarket Chain 
Adds Shoes at Latest Unit 

ATLANTA—With extensive fan- 
fare and publicity, Alterman-Big 
Apple, Inc., operator of grocery 
supermarkets in Georgia, invaded 
the shoe field with the opening of 
its newest unit in Atlanta. 

Near the front of the store, where 
customers will pass on their way 
to the checkout counters, is a sec- 
tion of men’s, women’s and child- 
ren’s shoes. Popular price items are 
carried and most of the merchan- 
dise is casual and sports wear. Just 
as in the grocery line, everything 
is self-service. 

The department is an innovation 
for the chain, said Simon Moltack, 
president. The Atlanta store will 
serve as a pilot for testing the shoe 
operation prior to opening other 
departments. Located in a medum- 
salary section of Atlanta, the store 
has parking spaces for 500 automo- 
biles. 


84 


sumed the Associated Sales Corpo- 
ration post. 
His new office will be in Nashville. 


San Francisco Shoe Clerks 
Get Wage Boost, Benefits 

SAN FRANCISCO—Members 
the Retail Shoe and Textile Sales- 
men’s Local 410 at San Francisco 
and the San Francisco Retailers 
Council have agreed on a five-cent- 
an-hour wage increase under a new 
contract covering 6000 department 
and specialty store employees. 

In addition to the pay raise, retro- 
active to June 1, the new three-year 
contract provides for improved 
health and welfare plans and a new 
sick leave benefit program. The 
agreement is subject to reopening 
annually for talks on wages, pen- 
sions and job classifications. 

Pay for sales personnel in San 
Francisco retail shoe stores, before 
commissions, has averaged about 
$1.52 an hour. 


of 


Shoes in Windshield Taboo 

CONCORD, N. H.—Babies’ shoes 
should be on babies’ feet and not 
dangling in front of automobile 
windshields, in the opinion of the 
New Hampshire Motor Vehicle De- 
partment. Commissioner Frederick 
N. Clarke has warned motorists 
against using tots’ footwear and 
other objects in this manner, de- 
claring the practice “does not con- 
stitute safe driving.” 


The Heel Moves Up 


High heels sprout from the arches of 

these new shoes by Rome designer Enzo 

Albanese. Though the metal heels are 

far forward of the normal position, they 

don't interfere with foot comfort, de- 
signer says. 





‘Miss Universe’ Contestants 
Wore Gold-Colored Clogs 


LONG BEACH, CALIF.—Contes- 
tants in the Miss Universe pageant 
held here last month wore 90 pairs 
of gold clogs made by a New York 
firm. 

Al Berkowitz, who represents 
Nina Footwear Company, Inc., and 
Mike Silverstein, the company’s 
sales manager, met with pageant 
officials several months ago. It was 
Mr. Berkowitz’s idea to have all the 
girls in the contest wear the clogs. 
The pageant leaders cooperated. 

Said Mr. Berkowitz after the 
competition, “Pictures of all the 
contestants will be shown through- 
out the world. The shoes were worn 
by the contestants consecutively for 
10 days and viewed on television by 
millions. The gold clogs glamorized 
the bathing suits and blended in 
beautifully with all the colors of the 
suits.” 





Brown Shoe Awards Sports 

NEW YORK — Brown Shoe Com- 
pany has awarded five new MGA 
sports cars in the climax of a na- 
tional contest to introduce the Ped- 
win Squires, softer, lighter men’s 
shoes. 

Four persons won the cars for 
writing the best explanations, in 25 
words or less, on why they liked the 
new shoes. They were David G. 
Pulliam of Fort Worth, Tex.; Mrs. 
Pat Yakerson, a grandmother from 
Washington, D. C.; Ralph Atkinson, 
Jr., of Seattle, Wash., and Jack L. 
Estes, an airline pilot from East 
Point, Ga. 

A fifth MGA Homer 


went to 


Cars in Contest Promotion 
Rogers, Pedwin salesman from Fort 
Worth. He was chosen from a series 
of name cards based on the number 
of retailers to whom each salesman 
sold the contest package. 

The retailer package included win- 
dow and in-store promotional mate- 
rial and a listing in Life on the four- 
color spread announcing the contest. 
Some 750 dealers participated. To 
enter the competition, consumers 
simply visited their dealers, looked 
at the Pedwin Squires and picked up 
an entry blank. 

The contest was described as one 
of the most successful ever promoted 
by Brown. 
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Committee Appointed 
For St. Louis Show 


ST. LOUIS—Members of the gen- 

eral convention committee for the 
St. Louis Shoe Show have been 
named. They will 
assist Gerald R. 
Monroy of Town 
& Country Shoes, 
Inc., general 
chairman, and 
Charles N. Arend 
of Juvenile Shoe 
Corporation, co- 
chairman of the 
April 12-15, 1959, 
showing. 

Appointed by 
Norfleet Rand of International Shoe 
Company, president of the St. Louis 
Shoe Manufacturers Association, the 
committee workers are William F. 
Barber, Air Step division of Brown 
Shoe Company; A. A. Brand, Inter- 
national Shoe Company; Harry Ben- 
nigson, Hamilton Shoe Company; 
Raymond Kohn, Wolff Shoe Manufac- 
turing Company; Bert L. Bishop, 
diPorto Shoes, and William Kaplan, 
Carmo Shoe Manufacturing Com- 
pany. 

Mr. Brand and Mr. Kaplan will 
head the show publicity committee, 
which includes: Roblee McCarthy, 
Robin Hood division of Brown Shoe 
Company; Joseph Ruebel, Trimfoot 
Company; Albert Shank, Wohl Shoe 
Company; Muriel Braeutigam, 
3rown Shoe Company; Patricia 
Wheelless, Johnson, Stephens & 
Shinkle Shoe Company; John Lips- 
comb, Town & Country Shoes; Roy 
Sundling, Brauer Brothers Shoe Co.; 
Charles R. Smock, Peters Shoe Com- 
pany, and James S. Legg, Heydays 
Shoes, Inc. 


GERALD R. MONROY 


Mr. Kohn and Mr. Barber, named 
to head the entertainment committee, 
will be assisted by Beatrice Beste, 
Hamilton Shoe Company; L. B. Hol- 
lander, Midwest Footwear, Inc.; 
Robert A. Black, Queen Quality Shoe 
Company; Irving Rubenstein, Kal- 
mon Shoe Manufacturing Company; 
Betty Mason, Accent Shoe Company; 
C. W. Carson, Tweedie Footwear 
Corporation; and Irwin Tober, 
Tober-Saifer Shoe Manufacturing 
Company. 

Mr. Bennigson and Mr. Bishop will 
head the housing committee consist- 
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ing of William Wolff, Wolff Shoe 
Manufacturing Company; Jack W. 
Kenney, Withrop Shoe Company: 
A. D. Bickel, Accent Shoe Company; 
J. Roger Johansen, Johansen Broth- 
ers Shoe Company; Julian G. Sam- 
uels, Jr., Samuels Shoe Company; 
Joseph A. McCaffrey, Vaisey-Bristol 
Shoe Company; Alex W. Smith, 
Weber Shoe Company; Harold Dee- 
vers, Deevers Shoe Company; Walter 
J. Johnson, Brown Shoe Company, 
and Raymond Kohn, Wolff Shoe Man- 
ufacturing Company. 
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Duraflex Weathertight 
Leather Shoes 
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GREAT SCOTT 
Shoes 
for Children 


DUNHAM'S 
Bangor 
Hand-Sewn Loafers 


in’ our 


Shoes for Children 


the name that made 
TYROLEANS* famous ! 


SPREADING fast! 


BRAND name PREFERENCE 


WRITE today for 


IMPORTANT! 
VOLUME DISCOUNT PLAN 


Colorado Chain Unit Expands 
STERLING, COLO. 
modernization remodeling 
gram is underway here at Brown’s 
Shoe Fit Store, where Bruce Mit- 
chell is manager and a partner in the 
firm. It is being doubled in size. 
The will 2500 
square feet of floor space when it is 
completed by September 1. The firm, 
with 12 years in Sterling, is part of 
chain in Colorado, 
Kansas Ne- 


A complete 


and pro- 


new store occupy 


a 382-unit store 


Iowa, Missouri, and 


braska. 


DUNHAM’S 
Suburbans 
Warm-lined, Boots 


DUNHAN’S 
Silv-A-Line 
Service Shoes 


DUNHAM'S 
Waukezy 
‘Shoes for Women 


‘DUNHAM'S 
Green Mountain 
Casuals & Moccasins 


DUNHAM'S 
Ruggards “ 
Work Shoes 


Dunham's is on your customers’ 
brand name preference list to stay! 
It started with genuine Dunham's 
Tyroleans® the most profitable 
outdoor shoe ever made Now everywhere 
you look you see Dunham's, the 
brand new name in brand names that 
backed by 74 years of experience 
in producing quality footwear! Sell 
volume! Sell Dunham's! 


Dunham's 1958-59 Fall-Winter Catalog! 


DUNHAM BROTHERS COMPANY 


Brottleboro, Vermont 


All Dunham's TYROLEANS® 


See 


included 
Dunham's 


are 
your 


representative or write for details 





Balloons, Carousel Help Promote Self-Service Store 


LAKEWOOD, COLO.—An attrac- 
tive self-service operation in the 
Denver area is the new store of the 
Jay-Mark Self Service Corporation, 
opened here at 8650 W. Colfax Ave., 
on the route of U. S. 40 from Denver 
to the mountains. 

A wide-scale promotion has been 
inaugurated for the store, which is 
the management of Con 


under 
Proehl. 

A. M. Tiren, general manager of 
the four-store Jay-Mark chain, said 


DRE | | shoes give you sales features 


that INSURE your PROFITS 


the Lakewood shop is a relocation of 
the former store at Krameria and 
14th Sts., Denver, now closed because 
of a lack of parking facilities. 

A huge sign, “Shoes,” hangs from 
the roof of the brick-veneered cinder 
block store. Parking space is pro- 
vided in front of the store, at the 
sides and in the rear. 

Each week Mr. Proehl changes the 
windows and the promotional gim- 
micks. One week, a carousel provided 
free rides for children. On one Fri- 


Our dealers are making greater 
profits with higher maintained 
mark-ups on DREW SHOES. 


DREW shoes simply out-perform 


others with — 


@ Fresh, imaginative styling 


Superior fit and steady repeat business 
— not subject to chain store competition 


Always IN-STOCK for greater turnover 


Extra sales and profits at $15.95 to $17.95 


Special financial assistance to 
stores and qualified persons 
starting in this field 


THE DREAM—No. 15523, black 
suede, $9.65. Smart Fall styling, femi- 
nine and airy, excellent fitter, cookie, 
featherweight. On our No. 44 last, 
14/8 Cuban heel. IN-STOCK. Sized 
AAAA, 7 2 to 10; AAA, 7 to 10; AA, 
A, 6 to 11; B, 5 to 11; C, 5 to 9; 

D, E, EE, 5 to 9. Also available 

in black kid, blue calf and 

flax beige kid. 


THE DREAM 
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LANCASTER, OHIO 


(NEW YORK OFFICE — 746 Marbridge Bldg.) 


(LOS ANGELES OFFICE — Room 881, Alexandria Hotel) 


DREW @ DR. HISS e@ 


CANTILEVER-GROUND GRIPPER @ 


TOWN WALKER 


day and Saturday, children of cus- 
tomers received balloons and pop- 
sicles. 

Another promotion offers any pair 
of shoes at the regular price, a 
second pair of shoes for any member 
of the family for $1 more. 

“On a heavily-trafficked street like 
this,” said Mr. Proehl, “we must 
have an attractive building with a 
huge shoe sign to attract tourists 
and others; we must constantly 
change window displays and provide 
parking space with a drive-in effect.” 
One week, a display window featured 
a huge wicker basket, from which 
were spilling infants’ and children’s 
shoes and sandals. The following 
week Mr. Proehl was io build a 
miniature corral in the window. 
| The building, 25 by 60 feet, fea- 
'tures a wall heating system, all 
fluorescent lighting and overhead air 
conditioning. Fixtures and shelves 
are pale aqua, contrasting with the 
walls of rose beige and sandalwood 
|tones and the floor of cedar brown 
| and beige block iile. 

Mr. Proehl, a native New Yorker, 
has been in the shoe business for 
more than 30 years, 20 of which he 
| spent covering 41 states for the Mid- 
land Shoe Company, St. Louis. He 
was with Nunn-Bush Shoe Company 
for 13 years. For five of those years 
he made Kansas City his _ head- 
‘quarters. He most recently headed 
| the men’s shoe department at Cot- 
| trell’s and was also with the Wall 
| Department Store in Brighton, Colo. 


Shoe Box Makes Boy, 4, 
|A Wizard on State Capitals 

BLUEFIELD, W. VA. -— Four- 
year-old Michael Brugnoli has de- 
| lighted fellow citizens of Bluefield 
by learning to recite the capital city 
of every state in the Union. And he 
learned from a shoe box. 
| Last spring, when Michael was in 
'bed with measles, his father gave 
him a pair of Old Pals, made by 
| Five Star Shoe Company, Inc., Long 
Island City, N. Y. On the box were 
the names of the states and capi- 
|tals. Reciting them to his father, 
| Dino Brugnoli, became a game for 
Mike. 

Recently when the boy displayed 
his unusual achievement to stu- 
dents of West Virginia Business 
College, they gave him a catcher’s 
| mitt. 
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A Medal for Melville 


} 
é 
ee 


Ward Melville, left, chairman of the 
board of Melville Shoe Corporation, 
New York, receives gold medal and cer- 
tificate for excellence in workmanship 
and materials of Thom McAn shoes ex- 
hibited at recent "Fair of Rome.’ Com- 
missioner Attilio Gaudio, U. S. agent for 
fair, makes presentation as J. Brent 
Wells, Melville vice-president, watches. 
The company showed its "Roma" shoes, 
inspired by design of imports. 





Nordstrom Chain Opens Big 
Suburban Store Near Seattle 

SEATTLE—Probably the largest 
suburban retail shoe store in the 
Pacific Northwest has been opened in 
Bellevue, a suburb of Seattle, by 
Nordstrom’s, 57-year-old, 15-store 
shoe chain. 

The Nordstrom stores are now 
operated throughout Washington, 
Oregon and California, some of 
them as shoe department conces- 
sions in department stores. There 
are four Nordstrom shoe stores 
in the Seattle area, as well as 
the Nordstrom shoe concession at 
Rhodes of Seattle. 

The new Bellevue store occupies 
7800 square feet on a corner oppo- 
site Frederick & Nelson. Kar] Lar- 
son of Bellevue has been named 
manager. He has been in the shoe 
business for 15 years and most re- 
cently was a Nordstrom manager at 
Northgate. Manager of the men’s 
shoe department will be William 
Purvis, formerly buyer of men’s 
shoes for Marshall Field in Chi- 
cago. Douglas Allen will have charge 
of the children’s department and 
Mrs. Marie L. Krischano will manage 
the hosiery and handbag department. 


Howard Ross is the new general 
manager of the Florsheim-Cowan 


shoe shops in the Miami, Fla., area. 
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San Francisco Retail Store 


Starts $200,000 Expansion 
SAN FRANCISCO —A $200,000 
expansion and modernization proj- 
ect is underway here at the Frank 
Werner retail shoe store building, 
255 Geary St. The store will be ex- 
panded to include an adjoining 
shop. Eventually it will consist of a 
single store of 9350 square feet of 
conditioned sales 


with air 


and stockroom areas, plus a 1500- 


space, 


square-foot basement storage area. 


During the construction, Werner 
sales activities will be concentrated 
in the company’s other San Fran- 
cisco store at Post St. and Grant 
Ave. 


Center to Get Boot Shop 

FORT WORTH, TEX. 
Junior Boot Shops has leased space 
in the new Town and Country Vil- 


Gene’s 


lage Shopping Center, here, which 


is scheduled for opening Septem- 


ber 1. 


ch. service is tailored to provide all the 
working capital any qualified client needs, 


without increased borrowing, diluting 


profits or interfering with management. 


Information available for any manufacturer or 
distributor with $500,000 or more annual sales. 


Textile Banking Company 


55 Madison Avenue, New York 10, N.Y. 
Providing operational financing for the 
apparel, electronics, furniture, leather, 

plastics and textile industries. 
Subsidiaries: 


T. B.C. Associates, Inc., New York 


Southwest Texbanc, Inc., St. Louis 


a 





International Sets New 
High-Fashion Brand 


ST. LOUIS—To tourists a “pano- 
rama” means a view in every direc- 
tion, but to the industry it 
means the newest brand name to 
come out of the St. Louis area. 

A high-fashion line to retail at 
$14.95 to $16.95, to be known as 
Panorama, is now being developed 
by International Shoe Company’s 
women’s specialty division. It will be 
formally introduced at the Chicago 
shoe show. 

The Panorama shoe, according to 
Phil Miller, marketing manager, wo- 
men’s shoes, is being designed to 
serve a consumer demand for a dis- 
tinctly high-fashion and dressy line 
in this price range. In price, styling 
and elegance of leathers and mate- 
rials the line represents an enlarged 
horizon for International, as far as 
women’s concerned. The 
division plans to restrict production 
and number of retail outlets so that 
Panorama’s air of “sophistication” 
will be maintained. 

Explaining that Panorama is to be 
a markedly high-fashion quality line 


shoe 


shoes are 


made on the newest lasts, Mr. Miller 
revealed that 18/8, 22/8 and 24/8 
heels will be used exclusively. 

National advertising plans 
Panorama include an extensive cam- 
paign in leading fashion magazines, 
scheduled for early spring. A special 
Panorama box is being designed. 
Plans are underway also for a dis- 
play room in International’s home 
office building. Upholstered furniture 
and salon-type appointments will be 
selected in place of the familiar 
sample-room decor. 


for 


Oregon ‘Mart’ Adds 2d Outlet 


PORTLAND, ORE. — The Shoe 
Mart, which has operated a store in 
downtown Portland for three years, 
has opened a second retail outlet in 
the Raleigh Hills district of the city. 
The Mart emphasizes mainly self- 
service operation. 

Owner L. V. Van Slyke will have 
headquarters at the Raleigh store 
while Mrs. Van Slyke will aid in op- 
erations downtown. Originally, Mr. 
Van Slyke said, he planned to close 
the downtown store, but increased 
traffic in the area caused him to 
change his mind. 








To participate in the 


footwear! 





This is an 
Invitation From 


Julius Altschul, Inc. 


largest in-stock selection of top-quality 
children’s shoes in both regular and “added support’ construc- 
tion in addition to our original “Nature’s Own” 


Now is a good time, as you read this, to thoroughly check your 
stock against our in-stock catalog*, and have those shoes on hand 
when you need them to insure a very profitable Fall season 


“A Lost Sale is Lost Profit!” 


* If you don't have our new in-stock catalog, write today for your free copy. 


fis ALTSCHUL INC. jz 


JULIUS ALTSCHUL, INC. 
Creators of “NATURE'S OWN” Straight Last Footwear 
117 Grattan Street, Brooklyn 37, N. Y. e 
TESTED & PROVEN SINCE 1899 


straight last 


HY 7-4500 

















Three Feet of Foot 


This outsized Skulkum, which provides 
lots of room for young model Nancy 
Hiestand, will be displayed this fall at 
Brill's, Milwaukee men's furnishing and 
shoe store. It's an exact-scale copy of 
the leisure footwear, with corduroy up- 
per and foam rubber sole, made by 
Handcraft Company, Inc., Princeton, 
Wis., for men, women and children. 


Traveler Buys 2 Colorado 
Stores, Will Manage One 

COLORADO SPRINGS, COLO.— 
N. E. Ledbetter, in the shoe-selling 
business for 26 years, has pur- 
chased two Simonson Shoe Stores, 
one here and the other at Canon 
City, Colo. He bought the stores 
from the founder, Harold Simon- 
son, who is leaving the shoe retail 
business. 

Mr. Ledbetter will manage the 
Colorado Springs store, which Mr. 
Simonson founded 10 years ago. He 
has named Robert Alouise manager 
of the two-year-old Canon City 
shop. Located downtown, the local 
store will carry only women’s and 
teenage lines, but the Canon City 
shop will continue to sell shoes for 
the entire family. The Simonson 
name will be retained. 

Mr. Ledbetter, a native of Mon- 
roe, La., began his shoe-retailing 
experience with Halloway & 
Thompson Shoe Store in Monroe, 
where he remained for 16 years. 
For the past 10 years, he traveled 
for International Shoe Company as 
the Rocky Mountain States’ repre- 
sentative for the Friedman-Shelby 
division. 


New Baker’s for St. Paul 

ST. PAUL, MINN.—Baker’s Shoe 
Stores, a division of Edison Brothers 
Stores, Inc., has leased space in the 
$6 million Midway Center here. The 
store will be 28 by 150 feet. 

The regional shopping center is 
being erected on an “L’’-shaped 27- 
acre plot. 
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Toledo Shoe Retailers Join 
In Sponsoring Animal Circus 


TOLEDO, O.—Five shoe retailers 
in the Westgate Village Shopping 
Center put aside competitive spirit 
and joined hands in a shopping cen- 
ter promotion designed to build traf- 
fic and business for all retailers in 
the plaza. 

The retailers sponsored a five-day 
wild animal circus on the shopping 
center parking lot. Several perfor- 
mances were held each day. Tickets 
were obtained from the shopping 
center merchants. 

Shoe stores participating in the 
promotion were Chandler’s, Kirby 
Shoes, Newcomb-Baker Shoes, Nobil 
Shoes and Al Thomas Shoes. 


© Obituaries 


Winfred A. Brown, 75, Dies; 
Headed Midwest Store Group 


DES MOINES, IA.—Winfred A. 
Brown, 75, head of the Brown Shoe 
Fit Company stores, died at Shen- 
andoah, Ia., July 
27 after suffering 
a heart attack. 
He was. general 
manager of the 
organization, 
which consists of 
a group of part- 
nerships (not a 
chain) operating 
37 stores in Iowa, 
Nebraska, Mis- 
souri, Kansas and 
Colorado, 


WINFRED A. BROWN 


Mr. Brown started his career in 
his home town, Shenandoah, when 
he opened his first shoe store in 
1911. 

The organization he later headed 
was founded on Christian prin- 
ciples. Mr. Brown, a Methodist, 
expected his partners to believe in 
active Christianity and he required 
that no one in the organization 
should drink intoxicating liquors. 

Mr. Brown had an interest in 
some of the cooperating stores, 
while others operated separately, 
each manager doing his own buying. 

Survivors are his wife; a son, 
Sam, who operates a shoe store in 
Council Bluffs, Ia., and a daughter, 
Mrs. Morris Hamilton, whose hus- 
band operates a shoe store in Mary- 
ville, Mo. 
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Harry F. Osterman 

McKEESPORT, PA. — Harry F. 
Osterman, 65, a retired McKeesport 
shoe merchant, died here last 
month. He was a former partner in 
the Bulmer-Osterman Shoe Store. 
Surviving are his widow, Annamae; 
two sons, Harry F., Jr., and Edward 
Jake; a brother, Henry L.; a sister, 
Mrs. Emma Fisher, and two grand- 
children. 


John G. Schlaffer 


SEDALIA, MO.—John G. Schlaf- 
fer, 58, operator of John’s Shoes 
here since 1945 and a veteran of 35 
years in shoe retailing, died recently. 
He had suffered a stroke last April. 
Surviving are two brothers, William 
G. and Joseph J., and a sister, Miss 
Mary Ann Schlaffer, who is con- 
tinuing to operate the business. 


Harry V. Duffy 
PHILADELPHIA — Harry V. 
Duffy, 60, vice-president and director 
of the printing division of the Chil- 
ton Company, publishers of the Boot 
AND SHOE RECORDER and other busi- 


ness magazines, died last month. 


He had been with the company and 
its predecessors since 1912 and rose 
through the ranks of the printing 
division. 

He was awarded a Purple Heart 
in World War I. He was among the 
original members of Printing Indus- 
tries of America. Mr. Duffy is sur- 
vived by his wife, Katherine; three 
sons, Harry V., Jr., Richard A. 
Thomas A.; two brothers and three 
grandchildren. 


and 


Howard Barnet, a Founder 
And Officer of Tanning Firm 

BOSTON—Howard J. Barnet, 71, 
one of the founders of J. S. Barnet 
& Sons, widely known tanners of 
calf leather, died here July 25. The 
leather firm he served as vice-presi- 
dent and a director has its execu- 
tive offices in Boston and operates a 
tannery in Lynn, Mass. 

Mr. Barnet is survived by his 
widow, Mrs. Ruth Herman Barnet; 
three sons, Howard J., Jr., Robert 
and James R. Barnet; three broth- 
S. J., Carl Frederic G. 
Barnet; and three sisters, Mrs. Cora 
Adler, Mrs. Alma Williams and Mrs. 
Paul Mayer. 


ers, and 


You can Sell More Pairs uppered with 


a6 us ear OFF 


* 
fai? 


Free Kleenette 
Folders and 
Merchandising Tags 
for Kleenette 
Uppered Shoes . . . 


Write for Samples 
A.H.Ross & Sons Co. 


Chicago 22, MNhnow 
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e Financial 


U. S. Rubber Ist-Half Profits 
Decrease More Than 50°, 
NEW YORK—Net profits of the 
United States Rubber Company for 
the first six months of the year were 
less than half the figure for the same 
period of 1957. the 
‘ompany, this year’s total was $8,- 
696,611, or $1.06 a common share, 
as compared with $18,140,234, or 
$2.71 a share, in 1957. 
Meanwhile, first-half net 
were $403,100,995 as compared with 
$451,298,696 in the corresponding 


According to 


sales 


period of 1957. 


Shoe Corp. to Pay Dividend 

COLUMBUS, O.—Shoe 
tion of America has declared a regu- 
lar quarterly dividend of 25 cents per 
share on the common stock, payable 
September 15 to shareholders of 


Corpora- 


record August 29. 


A. S. Beck Sets Dividend 
NEW YORK — Directors of the 
A. 8. Beck Shoe Corporation have 


declared a 15-cent quarterly com- 


DERSOLE... 
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“getting your share of the growing 
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PRUCE ST. - NEW YORK 38,N. Y. 


mon stock dividend, payable August 
15 to stockholders of record Au- 
gust 4. 


e What's New 
Sebago-Moec Markets Flats 
In Nine Lightweight Styles 
WESTBROOK, ME.—Sebago-Moce 
Company has added nine new styles 
of lightweight flats called ‘“Satel- 
ites” to its in-stock line. 
John G. Marshall, sales manager 


Part of "Satelites" line 


of the moccasin firm, said ‘“Sate- 
lites” are of cement-on construction 
with gum ribbed soles and are fash- 
ioned along the new slim lines. The 
leathers—unlined—include Coloni- 
new drum-dyed Silka_ (tex- 
tured) and Glove-like (smooth). 
The nine styles are designed in 


al’s 


three patterns. According to the 
manufacturer, two are styled with 
“wing tip” and floating strap, one 
in Grey Silka and the other in black. 
Three of the remaining styles have 
plain “wing tip” and come in brown, 
black and White Bark. The third 
pattern, featuring an underlay tip, 
comes in grey, red, black and Bene- 
dictine. For all styles the size range 
is: AAA—6 to 10; AA—5 to 10, and 
3—4 to 10. 


Brown Company Introduces 
New Flexible Insole Material 

BOSTON — Brown Company’s 
Onco division has introduced a new 
insole material, Solkaf, to meet mar- 
ket demands for greater flexibility. 
The Berlin, N. H., firm said the prod- 
uct was developed after three years 
of research. 

Solkaf, which the manufacturer 
said will not shrink or curl, is de- 
scribed also as resistant to wear and 
tear and offering “all-directional 
formation.” Urban J. Dacier, Onco 
division sales manager, said the ma- 
terial is adaptable for other parts 
of the shoe. 


STILL ON SALE 


J. W. Carter's Famous Broadway Shoe Line 


Before you complete your Fall and Winter stocks of men’s 
shoes, get all the facts on this National Sales event. You'll find 
that it offers substantial discounts, long terms, and extra dating. 
All numbers in the entire Broadway line of Goodyear Welts 


for men are included. 


For full details, see your local representative, 
or write directly to 


J. W. CARTER COMPANY 


P. O. Box 30 


Nashville, Tennessee 
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pack _: Says: 


FOOT KING” 


Ccesah 


Goodyear Welts 
IN STOCK 


Black leather with black Alligator plug. 


FOOT KING® stocks a complete line 


$4.80 net. 





SEE OUR MANY EXCITING NEW PATTERNS 
WITH THAT FOOT KING” CHAMPAGNE LOOK: * SAMPLES 


close trimmed. A _ light weight shoe with that New Look! ‘ 
i of Boys' shoes @ : 
$3.90 net and up in width A to E according to style. . \ \ 
REG-E-STURD® better grade Boys’ shoes—soles guaranteed: S 
4 months wear or a free new pair. A to E sizes | to 7 @ 


Fall dating still available. 


Write for catalog. Ask for salesman. CANCELLATION ‘SHOES 
Dept. 815, The A. S. Kreider & Son Co., PALMYRA, PA. oe een eee ee ee 
Cable Address: ALBARISHOE + Phone WOrth 2-5180 





One of America’s Finest Resources for 


ad * JOB LOTS 
* CANCELLATIONS 


Branded Shoes- first quality 
from outstanding makers 


IDEAL FOR 
#79836, D wide Cancellation Stores 
Price only $5.40 net Drive Ins 


oak bend leather sole 
i se Bargain Basements 


THE NATION’S FINEST 











Woman’s Casual Oxford 


One-eyelet, rope-tie casual oxford added 
to the Treadeasy line made by P. W. 
Minor & Son of Batavia, N. Y., comes 
in smooth, soft leather imported from 
Italy by Fleming-Joffe, Ltd., of New York, 
and also in a suede finish known as 
"Softbuck.” Both carry Ripple Soles. 
The new line has been named "Conver- 
sation Piece Casuals." 





Marking Machine for Heels 
KEENE, N. H.—Markem Machine 
Company has developed a marking 
machine which imprints size and 
style number on the flat or concave 
surface of plastic, wood, leather or 
rubber heels. The machine, known 
as model 45AG, is said to eliminate 
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hand stamping or save the inven- For ‘Around the House’ 
tory and expense of molding this 

detail into the heel. According to 

the company, an operator can print 

two heels at a time, with production 

up to 60 a minute. 


Wilner Markets Little Heel 
For Teen Flats and Sandals 


NORWAY, ME.—The Juliet Heel, 
a little heel of lightweight wood, de- 
signed primarily for teenage flats 
and Italian-inspired sandals, is be- 
ing introduced by the Wilner Wood 
Products Company. 
Available in numerous variations, 
the heel features a new, round- 
edged construction with a_ short, 
slender wedge that makes it appear 
to flow into the shoe. Many of the 
introductory Juliet styles are for 
true flats or sandals, while some are Smart black corduroy slipper (top), 
adaptations of the “Little Louis” pe a A = Petey Mle age 
height for dressier shoes. Peet gg omg —— wee 
An advantage-oft the new heel, =Ssmtede- Rece- seme oe 
the manufacturer said, is that the lec tg ga ct ge 
special feather-pine used in its con- the foot, independent of the sole. Lining 
struction makes it particularly easy pthegPage esti eae “y pte ae 
to work with and long-wearing. The Jo-An Shoe Manufacturing Company. 
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 Doggonedest 
most comfortable shoes 
you ever wore 
Pigskin 
Hush 
Puppies 


by WOLVERINE 


Here’s the shoe you’ve been wanting to crack men loose 


from their buying rut! The 


shoe that sells an extra pair 


faster, easier than ever before. Why is this so? Just put 
on a pair yourself; take ten steps; feel that Pigskin 
lightness and comfort. 3 out of 5 men who try ’em say 


I’ll take ’em. 


* Full color ad will appear 
in Saturday Evening Post 


* Plus ads in Life, True, 
Argosy, Sports and others 


* Full Multi-colored merchandising 
kits and sales aids for dealers. 


WOLVERINE SHOE AND TANNING CORP., ROCKFORD, MICHIGAN 


The Label with 
a Pedigree 





@ Behind this Angora* 
Calfskin label . . . behind 
every Barrett label. . . 
stand years of experience 
in producing outstanding 
leathers. Want the very 
cream of calfskin— 
smoothest, supplest—for 
fine shoes? Look for this 
Angora* hallmark! 


“trade mark 


BARRETT & COMPANY, INC, 
NEWARK, NEW JERSEY 


Wolverine plush Pigskin 
Steel shank, full counter 
Cement construction 
30-iron cushion sole 


Eleven colors carried in stock 





Retailing very profitably at $8.95 


! 


Key to YOUR 
1959 Prosperity! 


r 
M 
P 


| Technology September 1. 


| partment store 


| the firm’s golden anniversary. 


| Texas 


| Phoenix, Ariz. 


¢ About Shoe People 


Stanford N. Phelps, former pres- 
ident and treasurer of the W. B. 
Coon Company, Rochester, N. Y., 
shoe manufacturing firm which 


| closed down in April, will join the 


faculty of Rochester Institute of 
He will 
teach accounting. 


Sam Press has resigned as shoe 
buyer for E. J. Korvette, Inc., de- 
chain with New 
York headquarters. 


George Shoemaker is manager 
of a new Brown Shoe Fit Company 
store which opened this month in 
Spencer, Iowa. 


Edward N. Bankemper and his 
wife were hosts to employees of Max 
Harryman Shoe Store, Lansing, 
Mich., as part of a celebration of 
Mr. 
3ankemper is general manager of 
the store and vice-president of Max 
Harryman’s Shoes, Inc. 


Leon Pinsel and Kenneth Schenck 
have been named buyers for Ber- 
land Shoe Company, St. Louis. Mr. 
Pinsel will buy casuals and sport 
shoes, succeeding Gene Frenzel. Mr. 
Schenck, formerly assistant dress 
shoe buyer, takes Mr. Pinsel’s 
former duties as buyer of hose, 
handbags and ornaments. Ray Roth- 
well was named assistant dress shoe 
buyer. 


Don Moran, formerly associated 
with a Ft. Smith, Ark., shoe store, 
has joined his brother, Richard 
Moran, in the ownership and opera- 
tion of the L and M Shoe Store, 
Pryor, Okla. He will manage the 
store. 


James K. Roberts has’ been 
named manager of a new Thom 
McAn family shoe store in the Ter- 
rell Plaza Shopping Center, San 
Antonio, Tex. The company’s 55th 
unit, the has 4400 
square feet of space with three en- 
trances and seating for 60. 


store 


Marcantonio has_ been 

of Burt’s Shoe 
Washington Ave., 
He has been with 
Edison Brothers, which operates 
the chain, for 12 years, including 
nine in Phoenix. 


Vincent 
named manager 
Store, 14 W. 
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Government Takes Calfskins 
And Kips off ‘Surplus’ List 

WASHINGTON — The Govern- 
ment has taken some of the steam 
out of prices of calfskins and kips 
by removing them from its official 
list of “surplus” commodities. 

Striking these two skins from the 
“surplus” lists means that the Inter- 
national Cooperation Administra- 
tion (ICA) is no longer obligated to 
purchase all its calfskins and kips 
in the United States. The foreign- 
aid agency now is free to arrange 
purchases anywhere in the Free 
World. 

The question of whether or not 
calfskins and kips properly have 
been classified as “surplus” products 
has been at issue for two years. 

Cattle hides are still officially 
classed as “surplus” commodities. 
There has been no change in the 
Government’s position in this re- 
spect, which means that the foreign 
aid chiefs are still buying U. S. 
cattle hides for export to countries 
receiving U.S. assistance. 


Wholesaler Acquires Another 

BOSTON Benjamin Walk & 
Company, well-known shoe whole- 
sale firm, has acquired ownership 
of another Boston wholesale house, 
J. Freidson Shoe Company, accord- 
ing to Richard L. Walk, president 
of the Walk firm. J. Freidson, who 
has headed the firm that bears his 
name for more than 40 vears, has 
retired from His 
company, now set up as a division 
of Walk, will be managed by Donald 
Walk, vice-president of the Benja- 
min Walk firm. 


active business. 





To All Shoe Travelers 


The RECORDER is inaugurating in an 
early issue a new feature, “Salesmen on 
the Road.” It will be a page devoted 
solely to news about shoe travelers. This 
includes births, weddings, important an- 
niversaries, election to offices in other 
organizations, civic activities, honors and 
recognition in your hometown. 

We will also include changes of lines 
This is your page, 
so we will depend on you to keep a 


and representation. 


steady flow of news coming to us. Please 
send all news items to: 
MRS. BERNICE S. DECKER 
SALESMEN ON THE ROAD DEPT. 
BOOT AND SHOE RECORDER 
228 GREENWOOD BLVD. 
EVANSTON, ILLINOIS 
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Last-Making Official Says: 


Pointed Toes Will Stay—and Get Sharper 


BOSTON—Whatever the fate of 
the sack, chemise and 
styles, the pointed toe seems here 
to stay—if you take the opinion of 
a last-manufacturing official, it will 
be around for some months to come. 

Claims George O. Johnson, man- 
ager of the United Last Company’s 
T. W. Gardiner branch, 
women’s will 
more sharply pointed next spring. 

Mr. Johnson bases his prediction 
on the styling experience of all 
three branches of United Shoe Ma- 
chinery Corporation’s last-making 
affiliate. And more than 75 per cent 
of the new last style adoptions for 
closed have been of ihe ex- 
treme pointed type. 

Some manufacturers, 
Mr. Johnson, are calling the new- 
est extremes the “ 
They’ve already run through such 
saber,” “stiletto,” “‘point- 


trapeze 


toes on 


shoes become even 


toes 


shoe says 


double needle.” 


terms as “* 
ed” and “needle. 

Most popular heel heights on the 
latest styles, says United’s mana- 
ger, appear to be 18/8 and 23/8. But 
some manufacturers are adopting 
the new toe in heights ss 
4/8. While the classic pump is still 
the favorite 


” 


low as 


in closed styles, the 


So extreme are the latest pointed-toe 
styles that some shoe manufacturers are 
calling them the "double needle." 
“T”-strap is becoming quite popu- 
lar in both closed and open back. 
Styles for 
meanwhile, 


misses, 
the 
less extreme tapered ioe. Although 


children and 


are continuing in 


the narrow look continues growing 
in favor for men’s shoes, boys’ lasts 
are still rather standard and on the 
sturdy side stylewise. 


Lynn Manufacturer Expands 
LYNN, MASS.—The Shoe 
Company, which manufactures Wo- 
men’s high style shoes at 266 Broad 
st. 19,000 


feet to the space already occupied 


Dori 


here, has added square 


an increase of more than 30 per cent 





Advanced Shoe Fair Dates 
MILAN, ITALY 


turers here are racing io meet the 


Shoe manufac- 


advanced opening date (October 18 
of the fair «at 
nearby Vigevano. 


international shoe 

Until this year, the fair had been 
held for 21 years in January of each 
This October 


were 


year. year’s dates, 
18-26, 


October buying period that has be- 


set to conform to the 
come customary in the United States, 
England and France. 

Officials of the Vigevano fair are 
planning on about 600 exhibitors, up 
by nearly 100 from the 1957 total 
and by far the greatest number of 
firms ever to exhibit here. The warm 
weather of October is being counted 
upon as a favorable factor in attract- 
ing the greatest number of buyers 
and visitors, especially those from 


Spur Italian Manufacturers 
the United States and other nation 
of Western Europe. 

The Italian 
still the 
Both pairage and the value of 


footwear industry | 


riding crest f a boom 
ports have more than doubled during 
che past two years. 

Exports to the United States con 
stitute the leading foreign market, 
and are continuing io gain. In 1957, 
U. S. shoe buyers purchased 1,780, 
000 pairs of shoes here, valued at 
$6,984,000. This represents about 20 
of Italian 


export valuation. 


per cent the entire shoe 

Imports of leather shoes are negli 
gible here. For this reason, few U. 5. 
firms exhibit, but U. S. buyers attend 
in considerable numbers. 

Last year, the fair at 
drew about 105,000 visitors, of whom 
16,000 were from abroad. 


Vigevano 











These Tested, Proven 


“EXTRAS” 


Put the SELL in... 


RIPPLE 





Sole 


Absorbs walking shock 
Helps balance the weight 
Lengthens the stride 
Provides better traction 


Manvfactured under license from 


RIPPLE SOLE CORPORATION by 


BEEBE RUBBER COMPANY 


Noashvo 
*™™ RIPPLE SOLE CORP 


New Hampshire 








L THE FINE wae in 


PAST: PRESENT-FUTU 


Winslow Br0s.8 Smith 


Boston, 97 South St. 
New York, 2 Jacob St.; Chicago, 426 Randolph St. 





Heinz Rollman, president of 
Wellco Shoe Corporation, Waynes- 
ville, N. C., has been elected presi- 
dent of the Western North Carolina 
Development Corporation, a non- 
profit company. 
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New Officers and Directors 
For National Shoe Products 
BOSTON — New officers and a 
new board of directors have taken 
over the management of National 
Shoe Products Corporation, here. 
Willard Howard, organizer of the 
company, has resigned as president 
but will remain as a member of the 
board. Succeeding him as president 
and treasurer is Charles P. Rich- 
mond, a member of the firm of 
Orlando C. Moyer & Company, cer- 
tified public accountants here. 
Arthur D. Anderson, Jr., 
president and promotion manager, 


vice- 


also has resigned. His place as vice- 
president has been taken by Robert 
P. Murphy, who until last June was 
in charge of sales for National Shoe 
Products. Mr. Murphy’s new title is 
and sales manager. 
Kean, Jr., has 
elected assistant treasurer. 

three also 
members of the 
of directors. Two other new board 
members are Gilbert J. Stewart of 
Lewiston, N. Y., and Harold E. 
Melzar of Boston. 


vice-president 
George A. been 

have 
board 


These officers 


been made 


Hamilton Shoe Co. Gains Title 
To ‘Delmanettes’ Brand Name 

ST. LOUIS—Hamilton Shoe Com- 
pany of St. Louis has conciuded ne- 
gotiations with the Delman 
and obtained title to the brand name 
“Delmanettes styled by Delman.” 
The negotiations had been in prog- 
ress since the death of H. B. Delman 
on October 12, 1955. 

Hamilton will continue ‘‘to vigor- 
ously promote the name as one of the 
top brands of women’s shoes in the 
country,” Harry 
tive vice-president of the firm, said. 


estate 


Bennigson, execu- 


Beebe Rubber Expands Again 

NASHUA, N. H.—The fourth ex- 
pansion in the last two years is un- 
derway at the headquarters of the 
Beebe Rubber Company here. A 
3000-square-foot addition to the ad- 
ministration building will connect 
that building with the main plant 
and, when completed, will house the 
production, sales and billing offices. 

“This will efficiency,” 
said Stanley Bennett, general sales 
manager, “and aid in expediting 
orders.” The company will gain ad- 
ditional space for manufacturing, he 
added. 


increase 


Honors at Outing Time 





Nick Salerno, left, sales manager of the 
Rubber Corporation of Pennsylvania, re- 
ceives BOOT AND SHOE RECORDER 
sterling silver bowl for low gross score 
of 78 at New York Boot and Shoe 
Travelers’ outing, at Harrison (N.Y.) 
Country Club. Harry Hughes, RECORD- 
ER'S New York sales representative, 
makes the presentation. This is second 
straight year Mr. Salerno has won. 





Homer Baker (second from left) of Wohl 
Shoe Company won permanent posses- 
sion of Cooney Weiss trophy for low 
gross golf score (71) at annual outing 
of St. Louis Chapter, 210 Associates. 


On hand for the presentation were 
(from left): Stanley Olshwanger, co- 
regional chairman of 210; Gene Frenzel, 
regional chairman, and Fred Bloom of 
Boston, executive secretary of 210. 


Pearse Newell, right, president of West 
Coast Shoe Travelers’ Associates, pre- 
sents BOOT AND SHOE RECORDER 
trophy for low net retailer to Dave 
Haliner at group's annual golf tourney 
at Lakewood, Calif. Milt Benjamin holds 
low net manufacturer's and salesman's 
trophy and Dorothy Garfein, ladies’ 
award winner, looks on. 
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BY APPOINTMENT 
TO THE LATE 
KING GEORGE VI 
MELTONIAN CREAM 


Your Customers 
Buy Good Shoes 
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CREAM 

















‘Lifetime Heel’ Manufacturer ™en’s footwear manufacturers will 
use Lifetime Heels for fall. Com- 
posed of a molded plastic heel block 
LAWRENCE, MASS.—The Life- and a fluted steel shaft and top-lift 
time Heel Company, which makes a combination, the new heel is guaran- 
revolutionary new heel guaranteed to teed against breakage or top-lift re- 
outlast the shoe itself, will conduct a placement. 
major consumer campaign in na- In introducing the heels, the com- 
tional women’s magazines for the pany sent 500 shoe manufacturers 
fall fashion season. Full-page ads and department store heads a hat 
will appear in Good Housekeeping, box with a Lifetime Heel inside. The 
Vogue, Charm, Glamour, Harper's message offered a new hat if the 
Bazaar and Mademoiselle. Promo- recipient could break the heel. A 
tional kits are in preparation. self-addressed telegram asking for 
According to the company, 30 wo- further details was enclosed. Later 


Maps Consumer Campaign 
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CANCELLATION SHOE STORE OWNERS: 


“OVERHEAD J 


CAN FOOL YOU 


The total sales...NOT the kind 

of sales determines the overhead 
expense or COST 

OF DOING BUSINESS. 


SELL THEM A QUALITY DRESSING WEIL* 


sells large quantities of 

quality branded shoes and meets 

competition nationally. Weil 

offers better values and 

wider selections, which has 

resulted in consistent leadership 
. satisfied customers... 

for over 25 years. We invite 

inquiries by mail, wire, phone. 


shoe company 


1215 Washington Ave., St. Louis 3, Mo. 
AGENTS CE. 1-4898 CE. 1-3762 


SALOMON & PHILLIPS SAMPLE ROOMS: 138 Duane St., N. Y.—Alexandria Hotel, Los Angeles 
460 4th Ave New York 16, N. Y. “WHILE IN TOWN SEE WEIL" Quality Shoes Since ‘32 


the same challenge was issued in a 
Scotch carton. Responses asking for 
information have exceeded 12. pet 
cent, the firm said. 


Irving Appoints Sales Agent 

BOSTON—The complete line of 
leathers made by the Irving Tan 
ning Company of Boston is now be 
ing sold by the John G. Mahler 
Company of Dallas. Mahler will 
cover Texas, Oklahoma, New Mex 
ico, Alabama, Arkansas, Kansas, 
Colorado, Louisiana, Mississippi 
and Nebraska. 


— MOC-ABOUTS 


men’s & boys’ casuals 
as advertised next month in Playboy 


In Stock 
Nationally Advertised 
Volume Styled Volume Priced 


$5.95-$8.95 


write, wire, or call now for 





complete story! 


Ne ) NASHUA FOOTWEAR CoRP,, 
- af WS / 
seein #/ 250 CANAL ST., LAWRENCE, MASS. 


WELLCO SHOE CORP., WAYNESVILLE, N. C. 
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THE BIGGEST BARGAIN 
IN THE WORLD'S TALLEST BUILDING 


Office—75th Floor Empire State Building 
Breathtaking view of Manhattan—North, South and West 


e Cross Ventilation—air conditioning unnecessary. 
e Three year sublease 2250 sq. ft. at below cost. 
Tastefully decorated modern foyer with three private 
offices and four large offices or showrooms. Also 
storeroom, 
Generous built-in cabinets, closets, rack space and 
shelving. 
Hung ceiling direct and indirect fluorescent lighting. 
No re-decorating needed. 
Showroom and office furniture optional. 


WRITE—WIRE—PHONE—': A. Korchnoy, Ltd.— 10 East 49th St. 


New York City, New York. Plaza 3-6585 


A LIFT FOR YOUR LINE! A 


STYLE 1056 
NATURAL 
GLOVE LEATHER 


(also in black) 











Lift the appeal level of your Fall line. Sportsmen get 
the equipping mood fast when they see this Addison 
boot. Mellow glove tanned leather upper and full lin- 
ing of creme glove leather for sales touch. Custom 


Shoe Store Equipment 


insole, steel shank and natural basketweave sole for 
sales clincher. Catch the full season—write now! 


CATALOGUE 
IS RESERVED FOR YOU! 


HUNTING BOOTS 
GOLF SHOES 
SPORTING BOOTS 
DRESS SHOES 
SLIP-ONS 
PARATROOPERS 
WORK SHOES 


JOHN ADDISON FOOTWEAR, INC. BiKfmn 
] 


(Manufacturers) 


MARLBORO, MASSACHUSETTS é 


¢-- Mail Coupon Today! --- 


ROMITO-DONNELLY 





' Address 


CORPORATION 





‘ 
8 City 


RAVENNA,OHIO 


State 











Loewenstein 1959 Line Features Four Color Families 
NEW YORK 
are included in Hermann Loewen- 
stein, Inc., leathers for spring and 
1959. 
They are: (1) orange, yellow and 
green; (2) pink, coral and magenta- 


Four color families 


summer, 


influenced (3) blues and 
(4) beige-to-browns. According to 
Miss Rosalind Allan, the firm’s 
fashion director, 1959 colors are 
mellowed. 

The first group will follow through 
strongly. Important among these is 
a mellowed orange; Olive 
Branch, a yellow green recommended 
as a neutral, and Green Gold, a yellow 
green in Lustre Technicalf, liked for 
evening and southern resort wear. 
There is also a new, very pale green, 
a sophisticated beige, considered per- 
fect for the pale greens to be found 
in many prints. This is one of two 
pastels especially noted. The other is 
Apricot Whip, beige with an apricot 
cast, to go with prints and woolens 
with the same tonality. 


shades; 


golden 


second 


lustre 
resort 


colors in the 
Pink in 
southern 


Important 
group Mexican 
for evening and 


are 
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wear; Strawberry Soda in Veneer 
only; Calypso and Coral Reef. The 
blues include two with a turquoise 
cast and two medium blues. 

Finally, in the beige-to-browns, the 
whole family is considered 
volume. In the browns there is a 
pinky brown for dressy shoes; a new 
Balenciaga in Gamuza; a new Bene- 
dictine called Chili Bean; and Pretty 
Brown in aniline, not too yellow and 
not too pink, according to Miss Allan. 
Celery Seed, a medium beige in ani- 
line and glacé, is very highly re- 
garded and has sampled at 
every price level. 


Bone 


been 
Accent colors include: several 
reds, more on the orange side, in 
addition to #716—Poppy in 
glacé and aniline; Tango in Gazuma 
and Pimento in Beluga; a _ real 
orange, Valencia; and a new accent 
idea in three greens. These 
Blarney in glacé, Grasshopper in ani- 
line and Fresh Mint in Beluga. 
(Beluga, it should be noted, is en- 
tirely washable, an important fea- 
ture of the white Beluga, Piqué.) 

Lustre Technicalf, which has been 


basic 


are 


showing great strength recently, is 
being used extensively for holiday or 
evening and southern resort shoes. 
Another tannage which has_ been 
coming back strongly is Corkette. 
which is being bought in very high 
price levels. Colors here include Bur- 
lap, Oyster and Eucalyptus. 


Maryland Tanner Introduces 
Two Fine Grained Plates 

WILLIAMSPORT, MD.—Two new 
fine grained plates, very small and 
refined, have been introduced for 
spring and summer shoes by W. D. 
Byron & Sons. 

One of them, Pavé, has a highly 
polished finish and is in two weights 
for women’s lined and unlined shoes. 

The second leather, called Guern- 
sey, is mainly for men’s and chil- 
dren’s shoes. It has a duo-tone char- 
acter due to the fact that the topping 
is slightly darker than the veining 
of the impression. 

Also new with Byron & Sons is a 
snuffed — or buffed — side leather, 
very soft in appearance and to the 
touch, which will be available in a 
range of pastel as well as standard 


colors. 
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Kid Leather Guild Displays 
2 New Tannages at Show 

NEW YORK—Two new iannages, 
Transparent Kid and Buttery Kid, 
were introduced by the Kid Leather 
Guild at the recent semi-annual Tan- 
ners’ Council Leather Show. Both 
leathers show a Scandinavian influ- 
ence in the appreciation of beautiful 
raw material. 

In these tannages the pores and 
the natural color variations of the 
kidskin show through the finish, 
giving a natural, alive look to the 
leather. Buttery Kid bears a strong 
resemblance to Danish wood, accord- 
ing to Charline Osgood, the Kid 
Leather Guild’s fashion director. In 
Scandinavian art, leather, wood, clay 
and glass play an important part in 
determining the design and char- 
acter of the object. 


Seton Offers Black Tannage 
NEWARK, N. J.—A new tannage 
of black patent leather has been in- 
troduced by the Seton Leather Com- 
pany for spring and summer, 1959. 
The new treatment gives a trans- 
parent quality to the patent leather, 
bringing out the underlining grain 


of the skin. In the firm’s glove- 
tanned leathers, Rumson and Ve- 
rona, there are four new colors: a 
light green, Celery Seed; Nutmeg; 
Hot Coral and Pistache. These 
leathers are full-grained with an 
aniline finish. 


Lichtman Adds New Texture 
To 75th Anniversary Line 

NEWARK, N. J.—J. Lichtman & 
Sons has added a new texture, Berk- 
shire Taconic Regina, to its 75th 
anniversary line of glove-tanned 
Berkshire leathers. 

The company said the leather is 
an adaptation of the shrunken-tex- 
tured Berkshire Taconic Revere. 
Taconic Regina, the firm said, ‘““com- 
bines the glove mellowness and rich 
burnished highlights of a shrunken- 
textured glove tannage with a finer, 
more delicate graining.”’ 

New colors in the Berkshire Ta- 
conic Regina and Taconic Revere 
lines include a rich Nutmeg Brown, 
Arizona Tan, Hot Orange, a new 
Persian Gray to harmonize with red, 
green, blue yellow 
and a pale new shade of Smoke. 

In the Berkshire 
Loam is a new deep brown shade. 


or accessories, 


Taconic series, 
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The Hollywood Scuff 
That's Sweeping the 


For the new, the different, the 
exciting, the promotable, in 
Sandals, Casuals, Scuffs, look 
to Lion £ “ 
first. f 


50M _ Men's Scuff 


ai 


Sensation 
Country! 


with 


Available in: 
Morocco Grain 
Red, Russet. 
Brogandi: Black. 
Sofbuck: Grey, 
Vicuna, Flax. 
AAA — EE. -a 
Tan, Black, Wine 


Full Sizes 6-12 


50 L Ladies’ Scuff 


LION SANDALS ine. 


400 EAST 111th STREET, NEW YORK 29, N. Y. 


Never... 


Tan, Black, Red 
Full Sizes 4-9 


the incredible 


with one of the finest fitting lasts ever designed! Smart 


5 


‘RIPPLE 


in our 9l-yr. history... 
comfort of 


styling. Newest fashion 


Benedictine adds warmth to tan 
stylings while Butternut shades off 
the same color in a cooler direction. 
Hot Orange and Smoke again 
featured here along with a new Dove 


Gray. 


are 


Berkshire 
includes 


line of 
colors 
shades of blue, 


pink and red plus a rich gold. 


The expanded 
Premier 
new-fashion 


Knobby 
green, 


Beggs & Cobb Leather Line 
Plays Up the ‘Summer Look’ 

BOSTON The “summer look” 
predominates in the novel prints 
and the colors which Beggs & Cobb, 
Inc., tanning firm, is now introduc- 
ing. Lightness and opening of shoe 
construction are emphasized. 

Contradicting the idea that shoes 
made of reptile skins should appear 
on retailers’ shelves only in the fall, 
the company an un- 
usual line of fine water snakes and 
lizard patterns for early spring pro- 
motion. These prints are colored in 
the soft green of early spring foli- 
age, a bright 
Champagne—a 
a yellow-brown. The firm said these 
colors will point up summer. 


“© Pocket the Profits 


| F 

Tie ‘ 
Best Seller: 

STEP-SAVER 


‘ Sole. 


ier . 


has created 


sunshine yellow, 


neutral beige—and 


Advertised in 
August GLAMOUR 


*T™M RIPPLE SOLE CORP 


has a shoe style caught 


on like this! And no wonder! This terrific Treadeasy combines 


RIPPLER scientific principle 
slim” 


build 


Sole's 


leathers. Win customers . 


sales! Inquire about this once-in-a-century profit-maker TODAY! 


Write for catalog showing America’s most complete line of 


RIPPLE® Sole styles for women. 
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P. W. MINOR & SON 


Batavia, N. Y. 
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W. W. GARDNER 
Mishawaka Promotion 


GRACE HILL 
Named President 


Promoted... 


Grace Hill, to president of the I. 
Miller Salons, Inc., a division of 
General Shoe Corporation, Nash- 
ville, Tenn., operating 17 retail out- 
lets on the eastern seaboard and in 
Detroit Cleveland. Miss Hill 
has been vice-president since No- 


and 


vember, 1957. 

Carl Mounts, from assistant su- 
perintendent to superintendent of 
International Shoe Company’s Sweet 
Springs, Mo., plant. He succeeds 
Charles Worley, retired. Mr. Mounts, 
a native of Marshall, Mo., joined In- 
ternational’s Marshall plant in 1919 
as a member of the bottoming de- 
partment. 

W. W. Gardner, to Southwest dis- 
trict sales manager for Mishawaka 
Rubber Company, Inc., Mishawaka, 
Ind. Formerly a sales representa- 
Florida, he will 
now salesmen in Ar- 
kansas, Louisiana, Oklahoma, west- 
ern Tennessee, Texas and southern 
with Little Rock, Ark., 
as headquarters. 

E. O. Kunze, to Central district 
sales manager for Mishawaka Rub- 
ber, covering the southern parts of 
and Ohio plus 


tive in southern 


supervise 


Missouri, 


Illinois, Indiana 


lat 


coe 
a iy 


GENE WEDBUSH 
Named Stylist 


SUSAN EASTMAN 
To |. Miller 


98 


ALECK H. STEIN 
Joins Sam Smith 


E. O. KUNZE 
To District Post 


western Kentucky. He was formerly 
Duluth, Minn., representative. In- 
dianapolis, Ind., will be his new 
headquarters. 

William L. Laffey, to assistant 
manager of The Robinson 
Thread Company, Cranska Thread 
Company and Robinson Yarns, Inc., 
Worcester, Mass., manufacturers of 
synthetic and cotton threads and 


sales 


yarns. 


Elected... 


Hartley H. Hegeler, as president 
of W. D. Byron & Sons, Ince., 
Williamsport, Md., tanning firm. He 
had been fulfilling the duties of 
that office in the last few years as 
executive vice-president and gen- 
eral manager. James E. Byron was 
re-elected secretary and treasurer. 


Appointed... 


Aleck H. Stein, as a board mem- 
ber and vice-president in charge of 
factory management for Sam Smith 
Shoe Corporation, Newmarket, 
N. H., children’s shoe manufac- 
turer. Since 1940 he was with Stein- 
Sulkis Shoe Company, Haverhill, 
Mass. 


FRANK A. FISER 
To Regional Post 


DUANE L. MILLER 
Styles New Line 


WILBERT JOHNSON 
Represents Peters 


R. S. LEMON 
Back to Nocona 


Harold W. Cohen, as general man- 
ager of Frolic Footwear, Inc., 
Jonesboro, Ark. He was formerly 
vice-president and general manager 
of BGS Shoe Corporation, Man- 
chester, N. H. 

R. S. (Ruff) Lemon, as general 
manager of Nocona Boot Company, 
Nocona, Tex. A veteran bootmaker, 
Mr. Lemon started his career with 
the same company in 1919. 

Wilbert G. Johnson, as sales rep- 
resentative in Nebraska for the 
Peters division, International Shoe 
Company. He succeeds Tom Eckel, 
who has assumed duties in the St. 
Louis office. 

Susan Eastman, as fashion direc- 
tor of I. Miller Shoe Company, Long 
Island City, N. Y. Miss Eastman 
replaces Helene Obolensky, who re- 
signed. 

David Sarfaty, as sales represen- 
tative for Shenanigans, manufac- 
tured by M. Cohen & Sons Shoe 
Company, Inc., Long Island City, 
N. Y. He will cover Texas and the 
Southwest. 

Gene Wedbush, as stylist for Ca- 
mille Designs, Inc., St. Louis. Until 
mid-July he held the same post with 
Johnson, Stephens & Shinkle Shoe 
Company there. 


PAUL L. STEPHENS 


HENRY R. GRIMMETT 
Also Transferred 


Moved by Mishawaka 
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Interior of the new 
A. S. Beck Store, 
Michigan Blivd., Chicago 


Write for Catalog 








Style 3265 


\ i eee specialists in shoe store furniture 

















—= 


__ 200 East 146th St, New York 51, N.Y. © CYpress 2-0600 





Al Careaga, as_ stylist for 
Tweedie Footwear Corporation, Jef- 
ferson City, Mo. Formerly stylist 
for Camille Designs, Inc., he suc- 
ceeds Maurice R. Chambers, who 
will reach retirement age next year. 
Mr. Chambers, with Tweedie 30 
years, remains with the company 
but is restricting his activities. 

Duane L. Miller, as stylist for 
International Shoe Company’s new 
high-fashion line, Panorama. He 
formerly served as sales manager 
of Camille Shoe Company, St. Louis. 
He was also associated with Nusrala- 
,owen Shoe Company, St. Louis, in 
its merchandising division. 

Leo Kesslen, to an executive post 
with Phyllis Shoe Company, Inc., 
Lowell, Mass. He will be in charge 
of styling and merchandising for 
Lowell Shoe Company, a subsidiary 
manufacturing flats and 
sports for store and 
mail order customers. 


dress 


shoes chain 


FIRST CHOICE =>" 
WITH G r 
TOP RETAILERS 
AND 
SS 
Gas 


THE ALL BOYS’ 


GERBERICH-PAYNE SHOE Co. 


REAL BOYS 


MOUNT JOY 


Frank A. Fiser, as regional man- 
ager for 14 Edison Brothers stores 
in the Pacific Northwest area, with 
headquarters in Seattle. He will 
supervise operations in Eugene, 
Salem and Portland, Ore., and Ta- 
coma, Spokane and Seattle, Wash. 
He succeeds Ben Getz, who 
named regional manager’ in 
Birmingham, Ala., area. 


was 


the 


Bud Gibson, as regional manager 
for eight Edison Brothers stores in 
the New York-New Jersey area, a 
new post necessitated by the chain’s 
growth. With headquarters in Para- 
mus, N. J., Mr. Gibson will super- 
vise in Hartford, Conn., 
Newark and Paramus, N. J., White 
Plains, N. Y., and Manhasset, L. I. 


stores 


George Stein, as representative of 
the Cushionized Bellaire Shoe Com- 
pany, Portland, Me., in southern 
Massachusetts, Connecticut 
Rhode Island. Previously associated 
with the former Stein-Sulkis Shoe 


and 


oF DISTINCTIVE NEW INSTALLATIONS| 


Company, he will also assist the 
Maine firm in a styling capacity. 
Dr. Thomas L. 
ager of the 
United States Rubber Company in 
Wayne, N. J. The 
named F. Dudley Chittenden to the 
manager of Marvinol 
for the Naugatuck 
division. He will 


Wilson, as man- 


research center of 


same company 
new post of 
operations 
Chemical 
sales, production and development 
of Marvinol vinyl] resins. 


head 


Herbert Amerman and Gerard 5. 
Bower, as assistant vice-president 
of William Iselin & Company, Inc., 


New York factoring firm. 


Transferred... 
Henry R. Grimmett, from South 
west district sales manager of the 
Mishawaka Rubber Company, {nc 
Mishawaka, Ind., to the West Coast 
with headquarters in 
He will 
CONTINUED ON NEXT 


district, 
supervise ; ale 
PAGI 


Angeles. 





When 


PENNSYLVANIA 





IMPORTANT NOTICE TO SUBSCRIBERS 


Changes of address require four weeks notice. 
Notify your Postmaster and BOOT AND SHOE 
RECORDER Circulation Department at the earliest 


possible moment. 


ordering 
PRINTED STRIP showing exactly how magazine is 
now addressed. This will enable us to put the change 


into effect with a minimum of delay. 


change, please INCLUDE IM- 








August 15, 1958 








Where | 


to Buy 





ORTHOPEDIC FOOTWEAR 








A MODERN CORRECTIVE 
SHOE FOR EVERY 


OC rthopedic NEED 
TARSO SUPINATOR® 


For the postural 
correction of 
fiat feet. 

<_— 





TARSO 
PRONATOR® 


For club feet and 
metatarsus varus. 
Pairs or single shoes. 


> 


_/ 


TARSO MEDIUS® 


Straight, neutral last 

shoe. Detailed to 

match Tarso Prona- 

tor. Pairs or single 
shoes. 


<< 


Tarso Shoes are prescribed by doc- 
tors across America. Write today for 
illustrated brochure and catalog sheet. 


* MARACL 





SHOE COMPANY, INC 
332 S. Broadway, Yonkers, N. Y 





CORRECTIVE 
FOOTWEAR 


Recommended by lead 


7 
BS)” ARCHA HEEL 4 
SU crcny sng 


YRIGH® 
Established 1869 


STOVER & BEAN CO. 


Doctors for Men 
Women and Children 
249 Dutton St. 
Lowell, Mass. 


ing 








| Coast 


Transferred... 
[CONTINUED FROM PAGE 99] 


| representatives in California, Ore- 


gon, Washington, Nevada, Utah, 
Idaho and Montana. 

Paul L. Stephens, from West 
district sales manager for 
Mishawaka Rubber to the North 


Central district. With headquarters 


| in Minneapolis, Minn., he will su- 
pervise salesmen in Minnesota, Wis- | 


consin, North and South Dakota 
and northern Iowa. 


Will Dicome, to the New York | 


office of Dow Corning Corporation, 


Midland, Mich. He is assistant man- | 


ager for textile industry sales. 


Retiring... 


Charles H. Worley, as superin- | 
tendent of International Shoe Com- | 
pany’s Sweet Springs, Mo., plant. | 
In 45 years of service to the firm, | 


he progressed from a member of 
the cutting department to the last- 
ing department to plant superin- 
tendent in 1946. 


Levor & Co. Introduces New 
Colors in °59 Leather Line 


Where 
to Buy 





JOBS 





For Over 43 Years 


Headquarters For 


CANCELLATION 
STORES 


Quality Brands Lowest Prices 


Largest Stocks All Price Ranges 


CT. cr 
Hine Jootwear 


MOSINGER -COHN 


1235 Washington, St. Louis 3, Mo 











BOX HANDLERS 


LONG ARM* 


The efficient box hondler 
QUICKER, EASIER, SAFER 





| Quicker 


Safer 


GLOVERSVILLE, N. Y.—Several | 


new colors in addition to the official 
have been included in 
spring and summer line by G. Levor 
& Company, tanners. 

In calf and Tan-Art suede kid a 
very neutral light 
Greenbriar has been introduced. 
The same tonality, but slightly 
grayer than Greenbriar, has been 


ones 


green 


| very high style in Europe. This new 


shade is considered very good with 
white, with the brown family and 
other favored colors. It looks espe- 
cially rich in the Tan-Art suede. 
Other colors introduced for spring 
and summer, 1959, are Nassau Blue, 
in the azure family, in Tan-Art 


suede; Yellow Gold and Sunglow, a 


more golden shade, both in calfskin. 
A finer grain in white has also been 


| introduced for next summer. 








Everyone Who Knows Comes to BARIS 
SURPLUS SHOE STOCKS 
from best sources always on hand 
at action prices 


HH A al | S THE NATION'S FINEST 


CANCELLATION SHOES 
79-81 READE ST., N. Y.7 + WO 2-5180 


sota 





_Compo to Distribute for 3M’s 
WALTHAM, MASS.—The Minne- | 


Mining and Manufacturing 


Company has appointed the Compo | 


Shoe Machinery Corporation, of 
Waltham, to be a national distribu- 
tor of all 3M products used in the 
shoe industry. 


the | 


| shelves. 


Easier 


than any other way to 
get shoes from the high 
And you return 
the empties upside down 
—no falls from ladders 


| Or stools—no energy wasted—Long arms with 24", 
called | 


30", 36'', 48'', 60"' handles $3.50, with 72'' handles 
$4.50 postage prepaid in U. S. A. Specify handle 
lengths desired and if for Men's or Women's 
boxes—your Jobber or 


CARL BEEMAN 
Cedar Heights Rd. Stamford, Conn. 


New Footing for Acme 


| Acme Boot Company, Clarksville, Tenn., 

| announced plans to use Neolite soles on 
its children's cowboy and Wellington 
boots. Marvin Conn, vice-president in 
charge of sales, said the company ex- 
pects increased sales. Neolite, an 
elastomer resin blend, is made by The 
Goodyear Tire & Rubber Company, 

| Akron, O. 
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Classified and Want Ads 





SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 














SALESMEN WANTED 


Twenty-five samples Leather Sole Shoes for small 
children, #lso Infants’ Soft Soles. In zipper bag 
weighing five pounds. All styles stocked. Retail 
$1.65 to $2.65. Excellent shoemaking, quality, styl- 
ing. Liberal commission, monthly settlements. Write 
in confidence about our unusual selling proposition. 


THE DELIGHT SHOE CO. 
631 North Street, Cincinnati 2, Ohio 








SALESMEN—FULL TIME 


Attractive positions open for ambitious young men 
with top shoe bow manufacturer. Good salary. 
Travel expense. Must own car. Willing to be on 
road for two to four weeks. Midwest and West 
Coast territories available. Write details regarding 
experience, age, reference, etc. 


Reply to Box 258, BOOT & SHOE RECORDER 
Chestnut & 56th Streets, Philadelphia 39, Pa. 


EXPERIENCED SALESMEN 


Long Established Company has 
openings for Experienced Sales- 
men for compact Line of Medium 
Priced Men's Shoes, with Patented 
Feature. Also Popular Priced Boys’ 
Line. Both Lines backed by effi- 
cient in-stock. Several territories 
open. Would consider non-con- 
flicting side line. Replies kept 
confidential. 


OPPORTUNITY! 


We have several openings for side 
line representatives for our wonder- 
ful line of open-stock, in-stock, low- 
priced Juvenile Footwear. All open 
territories are well established. 6% 


commission, plus bonus. Write: 


NEIL CARLSON, SALESMANAGER 
SEABOARD NATIONAL SHOE COMPANY 








SALESMEN 


Outstanding line of ladies’ and children’s shoes 
(dress, sport, casuals, flats, arches, etc.) has 
opening in following territories: 

1. Western Pennsylvania 

2. Ohio, Indiana, Illinois (exc. Chicago) 

3. North and South Carolina 

4. Florida, Georgia and Alabama 
Drawing account for men with established folllow- 
ing or you may carry all or part of our line in 
conjunction with non-conflicting line on straight 
commission. Please give full details in reply. 
Confidential. 

IDEAL SHOE COMPANY 

316 N. 3rd Street Phila. 6, Pa. 








Experienced salesman full time or 
side line, for national distributor of 
men's popular price footwear. Enclose 
references, resume, and _ photograph. 
Several territories available. 


BRILLIANT BROTHERS CO. 


190 Lincoln Street | Boston 11, Massachusetts 











Reply to Box 273, BOOT & SHOE RECORDER 
Chestnut & 56th Sts., Philadelphia 39, Pa 


22 S. Hanover St., Baltimore 1, Md. 














WANTED—AGGRESSIVE SALESMEN—POSITION WITH A FUTURE 


One of America’s finest old Line Manufacturers of Popular Priced Women’s, Grow- 
ing Girls and Casual Footwear offers excellent opportunity for aggressive sales- 
men. Entire Line backed by prompt in-stock service. Write today giving com- 
plete outline of your background. All replies strictly confidential. 


Reply to Box 267, BOOT & SHOE RECORDER, Chestnut & 56th Streets, Philadelphia 39, Pa. 








OPPORTUNITY FOR AGGRESSIVE SALESMEN 


Represent Long Established Firm. Several Territories Open for Popular Priced Line 
of Juvenile Footwear—also Line of Girls’ Cements and Welts. All Styles carried in stock 
in widths. Non-conflicting side line permitted. All replies considered confidential. 


Reply to Box 272, BOOT & SHOE RECORDER, Chestnut & 56th Streets, Philadelphia 39, Pa. 











EXPERIENCED MEN NEEDED TO REP- SALESMEN 
RESENT MEN’S HOUSE carrying Line of ENCE, who « 
$5.00 to $8.00 Retailers, High-Styled, In-Stock. | In-Stock Men’s Line in $6.00 to $9.00 Re 
Immediate deliveries. Furnish details yur eX tailet State background Drawing 
perience, etc. Available — territory 1 ia, irranged Territory el Alabama 
Georgia, Illinois, Wisconsin, Micl n, oO <entucky, Indiana, kK , 
Reply to Box 270, Boot anp SHOE RECORDER, Rocky Mountain State 
Chestnut & 56th Streets, Philadelphi ) J Bo AND SHOE Ree 


Philadelphia 


WANTED, WITH EXPERI 
produce, | 


Distributor ot 


New 








CLASSIFIED 
ADVERTISING RATES 
UNDISPLAYED 
20¢ a word 


Minimum (18 words). .$3.60 
Box number, extra... .$2.40 
Your name and address 
charged at word rate. 
Street number one word 


DISPLAYED 
$14 per inch 


Maximum, 46 words to the 
inch. All material must be in 
our office 20 days prior to 
publication date. 
NOTICE: 

Classified Advertising 

is payable in advance 








ORDER BLANK 


BOOT AND SHOE RECORDER 


Chestnut & 56th Sts. 
Philadelphia 39, Pa. 


Here is my want-ad: 


Name (please print) 


Street City State 


Enclosed is Check [1] 


Please check if box No. is Wanted [_] Money Order [] 
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Classified and Want Ads 


SIDELINE SALESMAN WTD. | LINE WANTED WANTED TO PURCHASE 


AT. YOUR SERVICE MR. MANUFAC CASH PAID FOR 
WANTED: SIDELINE MAN tail shoe business, ‘Men's, Women's Children's SHOE STORES 
To Sell Miller Shoe Trees and Cordo- and Orthopedic. College graduate. Fiave re CLOSE OUTS, JOB LOTS 


cently sold my store and would like to repre- 

Hyde Laces in North and South Caro- sent you in any or all of the following States: SHORT LEASES ASSUMED 
. . . Texas, Oklahoma, Arkansas, Louisiana, Miss 

lina, Alabama, Georgia and Florida. issippi. Resume on request. Reply to Box 268, B. SABIN 

Boot aNp SHoer Recorper, Chestnut & 56th 

©. A. MILLER COMPANY Streets, Philadelphia 39, Penna. vel seman ae NEW YORK 7, N. Y. 
PLYMOUTH, NEW HAMPSHIRE : elephone_WOrth_2-2515 


























ATTENTION MANUFACTURERS IN 


NEED OF A GOOD MAN! Owner of high 
grade men’s and women’s shoe store, with 34 T Oo Pp D Oo a L A R t 
, ~ 


years’ experience in large mid-Southern city, 


selling o yecause of des for er income FOR YOUR ODDS AND ENDS, CLOSEOUTS 
SIDELINE SALESMEN WANTED elling out because of desire for better inc “ Li 


and to see the sun shine occasionally; wants ¢ OR COMPLETE STOCKS 


line of men’s, women’s or children’s shoes. 


By Established Manufacturer of Shoe Store Good health, good references, good low mileage EDDY SHOE COMPANY 


tice. lit . car. Obligated to no one. C. R. MORGAN, 
urniture. Top Quality Line 2110 Lee Place, Memphis 4, Tenn. Telephone 132 No. 4th a ——«, 6, Pa. 


BR 8-0481R Phone: i —w wf 
CHAIRMASTERS, INC. _ onsalinasintntiatcitiaanededsee 
200 East 146th Street, New York 51, N. Y. SALESMAN, LONG YEARS OF EX 
PERIENCE, Excellent Background, good fol- 
lowing in Ohio and Michigan. desires Branded M. STOFF ara CO. 
Manufacturer's Line. Reply to Box 270, Boot 


SMART LEATHER BOWS, SHOE ORNA AND SHOE RecorpER, Chestnut & 56th Streets, CASH FOR SHOES 


MENTS and FOOT SOX. Pocket size samples. Philadelphia 39, Pa. 
Manufacturer offers highest commission, Reply ; Closeouts—Complete Stores 


Box 556, Boor anp SHoe Recorper, Chest 
nut & 56th Streets, Philadelphia 39, Penna . " Short Leases Assumed 
Dunham’s Tyroleans to Be 158 Duane St. New York City 
2 


Made, Distributed in Canada SS ee 
FOR SALE BRATTLEBORO, VT.—Dunham 
Brothers Company announced licens- MERCHANTS' NEEDS 


IT’S TOO GOOD TO SELL ALL! It’s ing of Greb Shoes, Ltd., Kitchener, 
nuch work for one! And It’s now produc ° ° 
a suaiite canuah Ser two temiiine! Weeld Ont., to manufacture and distribute 
1 like to buy into this established business? P Pai bila . - a ‘ 
ves sour quelifiestions, financial status and | Dunham’s Tyroleans in Canada. The 
Reply to Box 274, Boor anp Snot Vermont firm now has distribution 
perk, Chestnut & 56th Streets, Philadel % 
Penna | throughout the North American 
-ontine its ¢g 7e as oy ” 
aie aki hth. auas aamay |” ntinent of its glove leather out 
«cellent condition, $100.00. VAN HAM, Inc.. door shoes for men, women and chil- 
6 West Jefferson Avenue, Naperville, Illinois ‘i 
t to Box 266, Boor ann SHor Recorver, | dren. 
’ 6th Streets, *hiladelphi: 39, ‘ . r : 
& Sith Streets, Philadelphia 59 Greb will take Tyroleans at its 
Kitchener factory and_ distribute Ts Vincent Edwards Idea Clipping 












































—here's how to get 
More Business! 


Service has over 2000 satisfied users. 
Each order filled according to what 

lishes dern Family ot ore | . ~~ — t; wholesalers usually request best 
Established, Modern Family Shoe Store. All| own sales force. A Dunham spokes Sa aes access enaiie ak nd 


Brand Shoes and Rubberwear; 
Stock. Excellent Location. Ne man said the Canadian company is + oe aes nile ok anamiiae 


FOR SALE FAST GROWING COM i . ° 
NITY. NORTHERN NEW JERSEY. | them all over Canada through its 


) 69, Boor ano Suor Reco re a : * 
& 56th Streets, Philadelphia 39, P: well known in the United States for ad clippings is the quickest and least ex- 
an oe . pensive way to keep in touch with what’s 
its development of the Cema process going on. 
Use coupon below to learn more about 
= : this valuable service and the special short 
tensively in watertight and water- term trial offer. No obligation, of course. 


VINCENT EDWARDS & CO. 


Goodrich Footwear Workers World's Largest Advertising Service 
STORE FOR SALE Get Eight-Cent Wage Boost senate patagateadaagedinigielnaes 
Please tell me more about your news- 


WATERTOWN, MASS. — Under paper ad clipping service and special short 
term trial offer. 


\MILY SHOE STORE doing Excellent . . ° F - 
n Philadelphia’s Fastest Growing of vulcanization, which is used ex- 
Excellent Opportunity Reply to Box 


AND SHOE RecorpdER, Chestnut & 
Philadelphia », Penna proof leather shoes. 








STORE FOR SALE: LOS ANGELES 
AREA, Owner ag ay Anns Family a | the terms of an agreement entered 
tore ISINeSS / years; featuring flor . 7 ‘ . + 
Vitality, and other Branded | into by the B. F. Goodrich Footwear 
Volume $75,000 Present stock . - ‘ . 
, suit’ buver. ‘Terms to re. | @Nd Flooring Company and the Rub- 
rhis is a_ profitable store. oY Tarkare’ TIn} y € 
oS. Boor ano Snore Recorsea, | Der Workers’ Union No. 21914, em- 
oth Streets, Philadelphia 39, Pa ployees of the company have received 
a general increase of eight cents an tiations on changes in pensions, in- 
hour. In announcing the agreement, surance and other employee benefits 


POSITIONS WANTED Raymond H. Blanchard, company until the general contract is re- 
president, noted that while it was opened early in 1959. Negotiations 
GOOD, Mem fh} a Mey rere x ratified July 31, the increase was for the company were conducted by 
SALESMAN, Presently. employed in Southers | made retroactive to June 30. J. F. Leverone, director of employee 


Will relocate. Reply to Box 276, Boor anp He also noted that company and relations. S. A. Percoco, business 


idohia 39. Pe k, Chestnut & Soth Streets, Phila’ | union had agreed to postpone nego- agent, headed the union committee. 
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Wanted to Purchase 














“Uncle Sam” 
will soon prove 


Sputnik and Muttnik iP fe 
are old numbers pi 
| COMPLETE STORES 


Write or wire for fast ac 
tion. quality men’s, 
’ 


will buy your women’s and children’s shoes. 
old numbers} BY Sine Sootwear FOR OVER 43 YEARS 


LOUIS CAMITTA & SON | | 
91 READE ST., NEW YORK, N. Y. | | MOSINGER-COHN 
WO 2-5063 


formerly with S. CAMITTA & SONS 1235 Washington, St. Louis 3, Mo. 














WE PAY MORE / oouse WE ARE RETAILERS 


WE BUY MEN'S, WOMEN'S AND CHILDREN'S BRANDED SHOES 
FOR QUICK ACTION WRITE, PHONE OR WIRE COLLECT 


HEMPSTEAD SHOE CO., INC., 269 FULTON AVE., HEMPSTEAD, L. I., N. Y. 
Max L. Meltzer, Pres. Ivanhoe 1|-9830 








Any quantity. . any time. Weil 
buys for cash... quality shoes, 
complete stores, closeouts or 
surplus from manufacturer or 
retailer. For quick action write, 
wire or phone immediately. 


M. K. Weil Shoe Co. 
1215 Washington Avenue 
St. Louis 3, Mo. 
CE. 1-4898 
Quality Shoes Since '32 
“While in Town See Weil” 














B. & R. PAYS THE LIMIT 


WE BUY CLOSE OUTS € 
COMPLETE SHOE STOCKS A 

Phone or wire LEASES ASSUMED S$ 
_ YOUR NAME PROTECTED HI 


B. &R. SHOE CORP. 74 Reade Street, New York 7, N.Y. WOrth 2-6358 


WE BUY 


Your BRANDED 
and DISCONTINUED 


SURPLUS STOCK 


Write or Phone 
WaAlInut 5-2062 


CAMITTA SHOE CO. 
120 No. 4th St. Phila. 6, Pa. 

















VM BAR'S _ BUYS for CASH 


Quick decision on your offers of discontinued and 


B A R | S surplus men's, women's and children's shoes. 


THE NATION’S FINEST Also complete stores considered 
CANCELLATION SHOES Jobs in Fine Shoes From Fine Sources Since 1931 


79-81 Reade St. © New York 7, N.Y. © Tel: WOrth 2-5180 





TOPPS PAYS THE TOPS 


WE ARE RETAILERS 


We buy Men's, Women's, Children's Shoes 
Complete Stores FOR OPERATION 


TOPPS SHOE STORE 
4116 Bergenline Avenue 
Union City, N. J. UNion 3-6413 
Phone or Wire Collect 
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e discontinued 
lines 
e complete stores 


GAFFIN SHOES 


inc. © BE 3-7290 
146 DUANE ST., N. ¥.C. 


"COMPLETE STORES * 


WANTED: 


Confidential negotiations by 





rated . . . experienced retailers t 





. ARRONSON BROS. & BAYROFF 


t 100 Chambers St., N.¥.C. RE 2-4170-4171 i 
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Andrew Geller Shows 


Fall Shoes, Costumes 
NEW YORK—Fall shoe and cos- 
tume trends were correlated for the 
fashion press at a recent 
Andrew Geller, Inc., 
shoe manufac- 


nation’s 
showing by 
Brooklyn women’s 
turer. 
Using 
fashion 


bamboo figures, Geller’s 
display expert, Jean 
Vaughan, showed four costumes of- 
fering wardrobes for  round-the- 
clock. They were (1) best everyday 
suit with trapeze-tailoring in shaggy 
or very pebbly woolens; (2) lunch- 
eon-in-town elegance with empire 
line; the next cocktail dress, 
showing empire influenced by tra- 
chemise fit; (4) evening 
with full-blown skirts and 
wrapped tight or empire 


(3) 


peze or 
drama, 
bodices 
high. 

A fifth figure was garbed in a 
barrel-ish jumper-coat of 
heavy nubbed pecan wool to be worn 


slender, 


over a wide variety of sweaters and 
shirts, and correlated with a collec- 
tion of Short-Heel Gamins shoes to 
be worn around the clock. 

The very short skirts of the five 


costumes led to the featuring of 


straps or higher-rising throat lines 
as the right outline to cut the “end- 
less expanse of uninterrupted leg.” 
Straps in many variations were 
shown: higher T-straps, an ankle 
strap, a diagonal strap—all in new 
daytime leathers and brilliant even- 
ing materials. 

Taking a definite stand on heel 
heights, Bertram Geller, vice-presi- 
dent and design head of Andrew 
Geller, believes in Geller’s stiletto 
heel, very high and very thin, for 
town, afternoon, cocktail, theater 
and evening For country 
wear, town morning suits and casual 
clothes, Mr. Geller prescribes low 
heels. He has introduced a new 
group with a fresh approach to finely 
tailored suit shoes on stacked leather 
heels, or the new city-thin ‘“mid- 
town” heels. 


shoes. 


In shoes the new countryside colors 
were featured to go with the mei- 
lowed yellows, ripe woodland greens 
and nut browns most in the news 
in clothes. Shoe colors included moss 
to pewter greens to blued green 
tones; chestnut browns, “sparkling 
vivid gourds, hearth 
golden marmalade 


October ales,” 
coppers and 


shades. 





YOUNG BENDERS 


FOR BOYS—BIG BOYS—YOUNG MEN! 





Backed 

by extensive 
advertising in 
Charm, Vogue, 
Mademoiselle 
and Glamour 


Juvenile Shoe Corp. Expands, 
Will Make 7000 Pairs a Day 

AURORA, MO.— Juvenile Shoe 
Corporation will add a_  25,000- 
square-foot plant to its facilities 
here, Gale L. Pate, president, has 
confirmed. The plant, to be allo- 
cated to an undisclosed type of foot- 
wear manufacture, will adjoin the 
company’s new headquarters build- 
ing, which houses offices, ware- 
housing and upper leather storage. 

Meanwhile, an expansion pro- 
gram, now in progress and due for 
completion by year’s end, will boost 
the capacity of the firm’s two plants 
(Aurora and Sarcoxie, Mo.) to 7000 
pairs a day, Mr. Pate said. 

Juvenile’s expansion program has 
been augmented by a moderniza- 
tion program. 

Recently IBM electric accounting 
equipment was installed. 

Expanded stock facilities along 
with the accounting equipment 
have greatly improved Juvenile’s 
order filling system, Mr. Pate said. 
The company, he reported, can now 
ship about 80 per cent of orders re- 
ceived the same day and the balance 
the following day. 


Nite -Aires 


LEISURE LOVELIES 


GREATEST HOLIDAY SEASON 
COMING UP! 


558 Black & Morocco 4 Eyelet 

Me TABCD.......... 420 

7/211 ABCD 
THE SMART STYLING of this popular 
number has captured the public’s fancy. And 
the quality construction of these Goodyear 
Welts builds repeat business for smart re- 
tailers. Have you received a copy of our 
new catalog? 


The CHEMISE...one of 35 styles 


Write for new catal IN STOCK styles. 
e fo catalog of styles ihe Siac saitiilaia 


made and sold by 


BENDER SHOE CO. 


Somerset, Pa. 


in stock... 


MIDWEST FOOTWEAR. INC. SULLIVAN, MO. 


In Conada at 111 Mt. Pleasant Ave., London, Ont. 
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Index to Advertisers 


This Advertisers' Index is published as a convenience and not as part of the advertising 
contract. Every care will be taken to index correctly. No allowance will be made for 
errors or failure to insert. 
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OFF... 


to a profitable 
start with 


A cyclist takes as much pride in 
his boot as he does his machine. 
To a military man, the boot adds 
the finishing snap to the uniform. 
And to the boot seller, it’s the 
Goding “Wellington” boot that 
adds the profit, because it’s the 
preferred boot. 


This fine boot is built to the 
exacting specifications of the Aus- 
tralian aviators who originated it. 
Like all other famed Goding boots, 
all sizes for men and boys feature 
Goodyear Welt Construction. The 
careful attention paid to every 
glamorous detail sells a customer 
not just once, but from now on, 
because they deliver more style 
and wear for less money... 
with a full mark-up for you. 


Write today for free 
full-color catalogue of the 
entire Goding line. 
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GODING 
BOOTS 


INC. 
PARIS, ILLINOIS 
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An all new, pressure fed adhesive brush applicator that 
gives you finger tip cement control. Lets you work “off the 
rack”? ... cuts down work handling time... builds up 
cement savings fast. Here’s how: 


SPEEDS PRODUCTION Compressed air tank force feeds sol- 
vent cements through a 6-foot length of plastic hose to the hand 
held brush applicator. Brings cement to the work . . . cuts down 
handling time . . . steps up production. 


Each pressure feed tank is equipped with multiple fittings for op- 
erating three brushes at the same time. 


SAVES CEMENT No open containers... no dried up cements. 
The two-gallon feed tank retains cement viscosity in the sealed 
pressure system. Finger tip control valve on the brush barrel 
instantly regulates cement flow to the work. Means real savings 
in cement mileage ... and sealed tank eliminates a fire hazard. 


OPERATORS “LIKE IT" It’s clean... it’s neat... it’s easy 
to use. Lightweight aluminum brush with finger tip release valve 
eliminates the problems the effort of constant hand brush 
dipping . . . and the 6-foot hose length allows freedom of move- 
ment, cuts down fatigue. 


SIMPLE TO SET UP Pressure feed tank operates at 20 pounds 
pressure when attached to any convenient compressed air line. 
Built in air regulator allows accurate settings if varying cement- 
ing pressures are needed. 


For further information on the surprisingly low cost or an 
actual “in factory”’ demonstration call your local BAF office. 


NOW::- 


Fast Hand Cementing 
with 
Finger Tip Control 


& 


WG Adhesive Applicator — Model A shown with 
six-foot hose line and one complete brush assembly. 
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Style 2352 
ROMA Last 
Slip-on 
Brown Alligator Calf 


Live the Good Life with 
Nunn-Bush Superior Comfort 


The extra operations and pattern innovations that 
give Nunn-Bush Shoes their stretch-removed, heel 
snugging comfort also nurse good looks through 
extra months of satisfying wear. When ANKLE- 
FASHIONING earns its keep with extra miles of 
cost-free smartness .. . and conserves energy through 
your most precious hours... buy Nunn-Bush Shoes. 


from $49.95 


See your local Nunn-Bush Dealer 
NUNN-BUSH SHOE COMPANY e MILWAUKEE 1, WISCONSIN 
Makers of Edgerton Shoes from $10.95 


Style 2551 
CLYDE Last 


Imported Brown 
Scotch Grain 


Style 1311 
ROMA Last 
Slip-on 
Black Storm Calf 


Style 873 
ROMA Last 


Flexible Fetherwate 
Hawthorne Hampton 
Calf 


IF IT'S New 


IT’S NUNN-BUSH 


N UNN se BusH 


ANKLE-FASHIONED SHOES 


Write for Elaborate Nunn-Bush Catalog 








When school opens, will you have the names of your new customers in your 
record cards? And will the cards of your repeat customers be up-to-date? Even 
on the busiest days of the pre-school rush, take time to get the facts down in 


black and white. Then, in a few weeks you'll 


be ready to send out check-up reminder THE 


cards. They take so little effort ... but they TRI DE ITE 


can represent so many sales. 
SHOE 





Green Shoe Mfg. Co., Boston, Mass. 





